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...for featuring 
A. S. BURG’S 
ALL WOOL 
GABARDINE! 


Quality materials, sci- 
entific construction and 
ultra, ultra styling... 
that’s the secret of 
Longini’s outstanding 
success story. 


..PLEASURE TRED 
to retail at *4 


SUE OXFORD 
Black or Blue Gabardine. SUE GORE PUMP 


19/8 Boulevard Heel. Black or Blue Gabardine. 
Sizes 3 to 8; AAAA to C. 19/8 Boulevard Heel. 
$2.50 less 5% 8; AAAA to C. 


...scientific 
SIX POINT FIT 


to retail at °3 


ON DISPLAY 
National Shoe Fair 
Jan. 3-4-5-6 
STEVENS HOTEL 
ROOMS 633-34-35-36 








“World's Largest Manufacturers of Better Woven Sandals” 


The LONGINI SHOE MFG. CO. - Cincinnati, Ohio 
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EE. S. GERBERICH, president of 
Gerberich-Payne Shoe Co., Mount 
Joy, Pa., says: 

“It is my opinion that for the first 
six months of 1939 there will be 
an improvement in business and 


that it should hold fairly steady. 





This is based on the fact that the 
Federal Government is spending a 
great deal of money which cannot 
help but put more people to work 
and, therefore, increase business. 
But what it will do after that re- 
mains to be seen for, unless private 
industry will feel sufficiently encour- 
aged to expand, unemployment will 
not be materially reduced. There 
will be no permanent improvement 
until private industry can furnish 
sufficient employment to reduce the 
number now on different kinds of 
relief organizations. 

“One of the encouraging features 
is that there is more employment in 
building operations. 


“I believe there will be a closer 
cooperation between business, in- 
dustry and labor, which will have 
its influence on future legislation 
and will be absolutely necessary to 
assure future improvements.” 


+. * * 


ERVING S. FLORSHEIM of The 
Florsheim Shoe Company, Chicago, 
Ill., says: 

“We are reasonably optimistic 
concerning the shoe business for 
the next few months. 

“Barring some foreign difficulties, 
we believe that the wholesale and 
retail shoe business will enjoy a de- 
cided improvement for the coming 
season. 








yERRRY_ ENCOURAGING 
BS 

















“Inventories have been well liqui- 
dated; employment and weekly 
earnings are on the up-grade, and 
this will mean improved sales at 
wholesale and retail. 


[15] 


“To us, the outlook is encourag- 
ing, and this is being reflected in 
our own business at the present 
time, the volume of our sales run- 
ning well ahead of a year ago.” 


eB OHN W. SLATTERY of Johnston 
& Murphy, Newark, N. J., says: 


“One of the phases of our busi- 
ness which shows an encouraging 
trend has been the manner in which 
our dealers have been styling their 
shoes for Spring. In the past there 
has been a certain atmosphere of 
conservatism and restraint, due to 
numerous elements involved in the 
retailing of shoes; but this has been 
replaced in recent months by an 
aggressive spirit which secks new 
and attractive models and is eager 
to add every possible feature which 
would contribute to making the 
finest and smartest of shoes. 











[16] 


“This, I feel, indicates a faith in 
the future of the shoe business and 
a proof that better times are ahead.” 


ESSE ADLER of Adler Shoes, 
New York, says: 

“In my opinion the picture for 
1939 is brighter than it has been 
for many a year. There is a much 
better feeling between government 
and business. There is a much bet- 
ter feeling between consumer and 
retailer. Today neither one looks 
upon the other as something or 
someone to be afraid of. ; 

“I firmly believe that consumer, 
retailer, manufacturer, tanner and 
government are all going to work 
hand in hand for a happier, more 
prosperous 1939. 





“Government spending and gov- 
ernment help will also go a great 
way towards aiding the up-turn. 

“Stocks on retailers’ shelves and 
shoes in the consumers’ wardrobes 
are at the lowest ebb. Therefore, 
everything points towards a bright- 
er year, from start to finish. 

“Also, I am particularly eathu- 
siastic over men’s shoes. More style, 
more color, more glamour, more glit- 
ter, more of everything will enter 
into the men’s picture, from the tip 
of their toes to the hair on their 
heads. Man is going to dress up— 
not freakishly—but stylishly and 
smartly. This is the picture men’s 
shoe retailers will face for 1939.” 


J. V. LOBELL, president of the 
Cavalier Corporation, Baltimore, 
Md., writes: 

“Your issue of Nov. 19, Voice of 
the Trade, Page 11, records an in- 
cident of a merchant who would 
like to know how to stop bootleg- 
ging of advertised brands of shoes, 
and asking for advice. 

“Tt seems to us that it is very 
easy for the shoe manufacturer to 
put a code number on the lining of 
each lot of shoes that leave his fac- 
tory—that code number being the 








—A New Year comes around again 
and with it, we hope and believe, 
the dawn of a better day— 

—We've all got a big job to do this 
coming year to build industry 
back (or rather forward) to a 
fair balance of production, dis- 
tribution, employment and profit. 

—This job can and must be done, 
what with the prospect of less in- 
terference on the part of the ad- 
ministration, more favorable 
trade indices, a fresh enthusiasm 
begotten by real confidence, and 
last, but not least, a new and en- 
lightened sense of proportion and 
responsibility on the part of busi- 
ness itself. 

—We're living in a new world— 

—And many of our traditional and 
threadbare theories of human 
and industrial relations have been 
relegated to the ash-heap of eco- 
nomic disuse. 

—Business must govern itself 
from now on—but the business 
mind must be flexible enough to 
adjust itself readily and grace- 
fully to changing conditions. 

—All progress is on Change; 
and today's status is no different 
from that of all other periods of 
economic and social transition. 

—We can safely “fit in" with the 
ever-changing scheme of things 
and still retain all the individual 
independence our forefathers so 
gallantly won for us— 

—So, say |, thumbs down on Com- 
munism, Fascism, Socialism and 
all other isms, except Amer- 
—- all hands up for 


A Happy New Year To Youl 


number of the merchant to whom 
the shoes are sold. Then when the 
bootlegging store offers the shoes 
for sale, it is easy to find out the 
name and address of the original 
purchaser from the manufacturer. 
Of course, if the manufacturer does 
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not wish to cooperate, then the mer- 
chant handling his shoes ought to 
know that. 

“Our experience as it relates to 
shoe polish, which should be inter- 
esting in this case, is as follows: 

“One of our good customers in 
the South reported the name of a 
store that was selling Cavalier 
Polishes, not in conformance with 
the Cavalier policy, but the mer- 
chant refused to divulge the name 
of his source of supply and refused 
to discontinue selling Cavalier. 

“In order to determine the source 
of supply, we coded every package 
of polish that went to that section 
of the country. However, the mer- 





chant continued to sell our goods 
contrary to our policy. We finally 
got a break. One of our Eastern 
distributors received an order from 
a merchandising company in New 
York for a large quantity of our 
goods to be shipped direct to a 
Southern distributor whom we im- 
mediately recognized as the logical 
source of supply to the store about 
whom we had received the com- 
plaint. The order was not filled, 
cur Eastern distributor was in- 
formed of the havoc that was being 
brought about by this firm and 
since then the complaint has 


stopped.” 
Hi, N. FISCH of H. J. Justin & 
Sons, Fort Worth, Texas, says: 
“Some folks complain about the 
lack of work, the shortage of crops, 
and the resulting shortage of money. 
How then do they account for the 
highest peak in savings accounts in 
our history? I was raised in a coun- 
try town in Texas that is strictly 
an agricultural community. Thirty 
years ago, they raised wonderful cot- 
ton crops. Later, wheat became 
the principal crop. Today, the gin- 
ner hardly makes a living; so does 
the elevator man. Yet, when I visit 
home, I find more prosperity than 
in the old days. How do you ac- 
count for that? Conditions in agri- 
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cultural communities have changed, 
just as they have in other industries. 
Instead of marketing a cotton crop 
once a year, or a grain crop, the 
farmer now has something to bring 
to market every month, every week, 
and in many instances, every day. 
There are milk and cream, poultry 
and eggs, and the frequent market- 
ing of livestock. Only yesterday, | 
picked up the home town weekly 
and noticed that last week they had 


ames aes? 
» al e< 





shipped five carloads of turkeys to 
the New York market. The dress- 
ing of these turkeys gave employ- 
ment to seventy men. In my humble 
opinion, the country is not in a 
helluva shape, by any means.” 


cod ae a 


AN entire chapter on feet is found 
in a new book, “Physical Therapy, 
Theoretical and Clinical,” published 
by the Bruce Publishing Co., St. 
Paul, Minnesota. Aptly entitled, 
“The Forgotten Foot,” this portion 
of the book calls the doctors’ atten- 
tion to their serious neglect of their 
patients’ feet. The author, Joseph 
E. G. Waddington, M.D., C.M., a 
physical therapist of international 
repute, cites several examples of the 
successful application of Shoe Ther- 
apy. 

Dr. Waddington reproduces, with 
acknowledgment to the Hack Shoe 
Co. of Detroit, the plates illustrating 
the foot exercises which also ap- 
peared in the Boot anp SuHoe Re- 
CORDER several years ago. 


ee a 


ARTHUR LIVERS of Frank Broth- 
ers, New York, says: 

“The year 1939 in my opinion 
ought to be the most encouraging 
since the close of 1936. 

“I don’t base my opinion on the 
fact that this government has pump- 
ed moneys into the relief funds, but 
rather on a feeling that the entire 
world is going through an economic 
readjustment that means prosperity 
for all nations. 

“Japan and China will get to- 


gether, the Spanish War will end 
and accords will be made with Ger- 
many. The international situation, 
so improved, will definitely help this 
country. 

“Further evidence of the brighten- 
ing of the picture consists in the 
change of attitude of most business 
men of today, who have in the past 
interested themselves too much in 
politics, to the exclusion of the de- 
velopment of their business re- 
sources. They are now devoting 
their time and energies to the de- 
velopment of their businesses and 
leaving politics as an after dinner 
discussion. 

“Additional evidence lies in the 
recognition by the present political 
government, that although we all be- 
lieve in Humanitarianism, we are 
not quite ready to accept ‘purges’. 

“I am proceeding, therefore, on 
the basis that 1939 is going to be 
swell.” 

u at tt 

FRED S. ELAM starts the new year 
with an ambition to employ thirty 
more shoe workers, when he moves 
the F. S. Elam Shoe Company from 
North Water Street to 1500 Clinton 
Avenue, N., Rochester, New York 
enlarging his plant to an area of 
10,000 square feet. 


So, by February Ist, the new 
plant will be in operation and the 
workers, who have a capacity for 
many pairs of children’s pre-welt 
shoes per day, will continue the good 
spirit that has always existed in the 
Elam plant. The old shop was a 
happy spot since 1916, with a flow 
of business in good and bad times, 
greatly appreciated by shoe work- 
ers. 
ee co 

BROY E. STEVENS of Ottumwa, 
lowa, says: 

“Regarding the outlook for busi- 
ness in 1939, would say that we 
feel optimistic in the Mid-West corn 
belt. We have good crops and pro- 
viding the Federal farm program is 
improved and continued, and is 
helpful in stabilizing prices so that 
the producers of the real wealth of 
our country get a reasonable profit 
from the products of their labor, 
we feel there will be a good buying 
power which will be beneficial to 
every industry in this country. We 
also feel hopeful that the last Fed- 
eral trade agreements will be help- 
ful to the farmers. 

“Next year we should be free 
from political disturbance, so on 
the whole we feel 1939 will be a 


very prosperous year.” 





Men s DEPT 
SHroes 
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“Just wrap me up any old thing in a 9B. My wife will ask me to bring them back 
and exchange them tomorrow, anyway.” 








PLAY DAYS 


Are 


GAY DAYS 
In LEISURE 
FOOTWEAR 


A WELCOME change has come over this country in 
the past few years. We have ceased to take our plea- 
sures so seriously. We are not so solemn about our 
sports. We have discovered that we can have fun out- 
doors in a great many different ways and in a great 
many different kinds of clothes. Just so long as they are 
gay and amusing and suited to sun and wind and sea. 
In patterns that are adapted to active sports or lounging 
in a deck chair or on a beach. In colors that can out- 
shine the sun, and materials that come out fresh and 
unharmed from wind and wave. 

There is a gypsy spirit in all of us—a kind of devil- 
may-care mood—when we get outside of four walls. 
And it is this spirit that the modern “play clothes” cater 
to. Even when these clothes are strictly tailored, as in 








many of this season’s slacks and shorts, there is the 
suggestion of a freedom of movement in their patterns 
which is a refreshing change from the conventional 
Summer costume. 

For wear with these slacks and shorts, one-piece play 
suits, culottes and short wide-skirted play frocks, there 
are all kinds of fascinating shoes in all kinds of mate- 
rials and colors. In fabrics, rough linens or linen-like 
weaves, twills, pongee-type materials—even chintzes for 


by 
ELEANOR 
RUTLEDGE 


Left to right—Rough weave fabric in 
smart beach pattern with cork sole 
from Swan. Two important fashion 
trends—the plaid weave of the fabric 
and the high clog sole (of wood) in 
this beach sandal from Beachcraft. 


Smart combination of brown, aqua and 
beige fabric (shantung weave) in plat- 
form sole play shoe. Eastern Foot " 








Charm and originality are the 
order of the day in great cariety 


of colorftal play shoes, suited to 


every type of informal Summer 


living 


Reading clockwise beginning upper 
left—White fabric bandage pattern 
with charming color treatment. Hood 
Rubber Co. Cork sole and heel, en- 
tire upper of bands of goring, in beach 
sandal from J. Mackey. Interesting 
medieval pattern in navy suede with 
white cool-ee Sole and laces. Joyce. 
White twill combined with blue suede 
cloth in swagger rubber-soled sport 
oxford from U. S. Rubber. Note un- 
usual mudguard treatment. 


beach shoes—all are important. They fit in well with 
the homespuns, the denims, the linens, piqués and shark- 
skins in play clothes. 

The colors, too, follow the fashion trends in clothes. 
Combining of colors is very important, introduced in 
various ways—as stripes (the reigning favorite in all 
kinds of Summer fabrics), or as plaids or as checks. 
(Prints and embroideries are less used this season.) 
These combinations are unusual and striking, such as 
turquoise and brown, coral and green or blue. They 
suggest warm outdoor colors and are typical of the sea- 
son’s style trends. Color is introduced into the shoe 


pattern in many different ways, a number of which are 
illustrated on these pages. The platform sole and the 
wedge—and other novelty heels—all of which promise 
to be so important in 1939 play shoes—offer areas for 
interesting use of contrasting colors. The high clog 
sole, by the by, continues to be a big number in beach 
shoes where it had its start. 

In leather shoes the woven idea is rampant. Manu- 
facturers everywhere are trying their hands at it with 
generally satisfactory results. The treatment gives the 
shoe a “native” look which goes well with the many 

[TURN TO PAGE 52, PLEASE] 


Left to right:—Perforated softie with 
unusual mudguard treatment and deco- 
rative back lacing. White with tan 
trim. Dundeer. Smart all-leather 
asymmetric sandal with platform sole. 
Fulton Leather. Italian inspiration in 
this effective leather sandal with 
turned-up toe. Longini. 





KIDSKIN GUILD PICKS 
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Style authorities gather at 

the Waldorf-Astoria to 

pick winning designs in 
kid contest. 


DESIGN WINNERS 


Originality and Freshness Seen in Designs Selected by Prominent 
Style Authorities Acting as Judges in Successful Contest Sponsored by 
Kid Group. 


THE first design contest in the shoe industry came 
to a close last week with the announcement by C. E. 
Nelson, representing the Kidskin Guild, of the winners 
of the Kidskin design contest for women’s shoes for 
Spring. 

A total of 20 were awarded prizes, headed by L. B. 
Eastman of Neiman-Marcus, Dallas, Texas. The other 
prize winners were: Howard Ketcham, 30 Rockefeller 
Plaza, New York, second prize; Claire DeBacco, 5449 
Bischoff St., St. Louis, third prize; Jack C. Fishman, 
347 Fifth Ave., New York, fourth prize; Curt Kliche, 
41-42 Parsons Blvd., Flushing, N. Y., fifth prize. 

The fact that there were so many excellent designs 
made judging extremely difficult. Consequently it was 
decided to extend the acknowledgment of merit from 4 
to 20 in order to do justice to the great number of ex- 
cellent entries. The following were also rewarded for 
their excellent work: Chas. J. Au, Richmond Hill, 
N. Y.; Berte Shoe Stylists, New York City; Howard 
Bourner, Jr., Cape Girardeau, Mo.; Lucille Dippold, 
St. Louis, Mo.; Thomas Gargas, St. Louis, Mo.; Val 
Humme, St. Louis, Mo.; Lipp & Hirsch, New York 


City; Virginia McCune, St. Louis, Mo.; A. Robert 
Miller, Brooklyn, N. Y.; Jean C. MacAlpine, Chicago, 
Ill.; Bernice McCall, St. Louis, Mo.; Ted Olsen, New 
York City; S. Weinstat, New York City; Arnold San- 
ders, St. Louis, Mo.; Arthur P. Williams, St. Louis, Mo. 

The contest was announced by the Kidskin Guild on 
Oct. 15 “to encourage new designs in practical daytime 
kid shoes” for Spring 1939. 

The response was overwhelming and by the closing 
date, Dec. 1, the committee had 400 excellent designs 
and pullovers on hand. 

The judges, consisting of Fifth Avenue buyers and 
high style shoe manufacturers met at the Waldorf-As- 
toria on Dec. 2 to begin the difficult task of weeding 
out the finest designs submitted by a group of contes- 
tants that included some of the finest creative minds in 
the shoe industry. The patterns were judged not only on 
their beauty, but also on their originality of design and 
manufacturing practicality. For hours the committee 
worked over the selection of the best patterns and de- 
signs, reducing the creations to 12 in number and then 
going into a further huddle to pick out the winners. 
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HOWARD KETCHUM 
Second Prize Winner 


After hours of deliberation L. B. Eastman, merchan- 
dise and shoe buyer for Nieman-Marcus, Dallas, Texas, 
was declared the winner. 

Mr. Eastman has been with Nieman-Marcus for six 
years and his cooperation with the fashion experts of 
the store is responsible for his having increased the vol- 
ume of its shoe business. He began his career as a stock 
boy with Harris & Frank, of Los Angeles, at the age of 
10. Later on he went with I. Miller as salesman and 
later became promotion manager of their west coast 
shoe stores. In 1932 he was approached by Mr. Herbert 
Marcus, president of Nieman-Marcus, who found in him 
a young man who not only understood the shoe busi- 
ness, but who had creative ability and promotional 
sense. 

The story of the design upon which Mr. Eastman 


Right: 


L. B. EASTMAN 


First Prize Winner 


CLAIRE DEBACCO 
Third Prize Winner 


won the Kidskin Guild prize is typical of his method of 
merchandising his department. Before creating his de- 
sign he spent a week in the ready-to-wear market with 
the stylists of the store, because he buys shoes, not as 
foot coverings, but as fashion accessories which com- 


plement a woman’s costume. 

The fashion news of the market at the moment is 
skirts with a swing to them. Mr. Eastman recognized 
the need for a shoe to harmonize with this new dress 
silhouette. The creation of this shoe is characteristic of 
his merchandising method. “Belted” at the throat as a 
dress is belted at the waistline, pleated to give the same 
flaring line that current skirts have, and executed in 
kidskin because it was best adapted to the design, this 
shoe stems from authentic fashion sources and inevi- 

[TURN TO PAGE 65, PLEASE] 


JACK C, FISHMAN 
Winner of Fourth Prize 


CURT KLICHE 
Winner &f Fifth Prize 
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Retail Shoe Store 
CALENDAR 
For JANUARY 





A HOLIDAY and the last 

one you will have for a 
long time. While you're wait- 
ing for your New Year's din- 
ner, today would be a good 
time to think over your plans 
for 1939. Are you going to 
make it a better year than 
pny How are you going to 
o it 


WHY not start off the 

year with some interestin 
new window displays. Insta 
new background panels for 
this between-seasons period 
and put in some smart style 
displays.. Decide now to oper- 
ate your window displays ac- 
cording to a schedule during 
1939. Then every line will get 
its full share of window space. 


MAKE another resolution 

today, that during 1939 
you will check your stocks every 
Wednesday, and that you will 
use the results of those weekly 
checks to do a better job of 
buying and stock keeping. 
What does today's check 
show? Are your stocks as clean 
as they should be at this time? 











5 THIS would be a good 

time to set up a compre- 
hensive daily record (if you do 
not already have one), show- 
ing daily sales, weather con- 
ditions, advertising, window 
display changes and any ac- 
tivities of competitors. Such 
a record is invaluable the fol- 
lowing year in formulating your 
selling program. 


6 ARE you going to have o 

January clearance sale? 
If you are tomorrow might be 
a good day to launch it. You 
will need a good strong ad in 
today's newspaper, backed by 
a window display that fairly 
shouts "SALE!" Your Wednes- 
day stock check records will 
show you what goods need to 
be cleared. 


IF you're having a clear- 

ance sale, today will no 
doubt be your best and larg- 
est day. Be sure that you have 
plenty of selling help on hand, 
and be equally sure that every- 
one knows which items and 
lots you are most anxious te 
clear. A few sale tables will 
help lend the proper a*mos- 
phere in the store. 





9 YOU will no doubt con- 
tinue your sale this week, 
so the sale windows which you 


10 DID you and your sales- 

people notify your best 
customers by telephone that 
there is a sale going on? Many 
of them will not respond, but 
it is good advertising for the 
store and creates good will. 
Or, it is not too late to send 
out a postal card mailing to 
ag trade telling about the 
sale. 


11 TIME for the weekly 

check of stocks. To- 
day's figures will show you just 
how effective your clearance 
sale has been up to date in 
moving stock. It may also in- 
dicate some additional num- 
bers that should be marked 
down and added to the sale 
stocks. Hosiery stocks should 
be down now. New colors are 
coming soon. 








1 WITH a clearance sale 
going on don't miss the 
opportunity to put some spe- 
cial values on the window to- 
day with a card reading "13 
Special Values for Friday the 
13th!" or something of the 
sort. It will help sales, and it 
will make people notice and 
comment on your windows. 





14 END your dlearance 

sale today. Have some 
big cards in your windows say- 
ing, “Last Day of Sale!" or 
“Final Reductions!" or some- 
thing of the sort. Make o 
strenuous effort to get every 
< erga sale today. ny > 
n remove every card an 
display connected with the 
sale from windows and in- 
terior. 

















ANOTHER NEW YEAR sounds its challenge to mer. 
chants and calls upon every enterprising retail execu- 
tive everywhere to put forth greater efforts, to the 
end that 1939 may prove to be a year of more suc- 
cessful accomplishments. Let's get away to a good 
start in January, and remember that every day in 
every month demands initiative in the creation of 
new selling ideas and energy to make them register 


in sales and profits. 





1 FOLLOWING oa week 

of sale windows the dis- 
plays you put in today should 
be as smart and interesting 
@s you can make them. You 
will have to feature staple 


larly good and the arrange- 
ment and theme of your 
Geet eaets Se Setter than 
usual. 


17 ARE you satisfied with 

your mailing list? Is it 
kept in such form that it is 
easy to use? Do you keep it up 
to date? Have you a plan 
for keeping it alive by the ad- 
dition of new names? Now is 
oon time to look into this 
and make sure that you will 
have the right kind of a list 
this year. 


18 CHECK your stocks 

again today, and then 
review the results and see just 
what you accomplished with 
your clearance sale. Did it do 
a good job for you? You have 
some odds and ends left, no 
doubt, but those can be 
cleared out by using them for 
“Saturday Specials.” Was the 
sale worth while? 


19 IT is none too early to 

be thinking about your 
Spring window and store in- 
terior displays. If you are 
going to need some new win- 
dow properties you should or- 
der them early, or start work 
on them early if you make your 
own. Why not decide that this 
year you will really be “dif- 
ferent"? 





90 WHAT can you adver- 
tise for tomorrow that 
will bring in some business? It 
is too early for new styles. 
Your clearance sale is over. 
How about a good strong ad 
on your children's department? 
Here is a line that responds 
to regular promotion and the 
chance are it has not had any 
attention lately. 


91 =F did advertise 

children's shoes yester- 
day then you certainly should 
have a@ good window display 
today to back up the ad. How 
about having some inexpen- 
sive give-away item for chil- 
dren today? Something you 
can give to every child who 
comes into the store accom- 
panied by his or her parents? 


9 EVEN if you have no 

new styles in stock do 
not let last week's windows 
continue this week without any 
change. You can always re- 
arrange your displays and 
change the cards so the win- 
dows will not look the same. 
Your window space is the most 
valuable advertising space you 
have. Treat is as such. 


94 WHEN you go to mar- 

ket next month why not 
take your mailing list with you 
and send a letter to your cus- 
tomers from the market city. 
You can tell them about the 
trend of the new Spring shoe 
styles, and the new hosiery col- 
ors. It won't bring any direct 
results but it will help a lot 
later on. 





95 INASMUCH as you 

featured children's 
shoes last week-end pay par- 
ticular attention to the con- 
dition of your children's foot- 
wear stock, as disclosed by to- 
day's check of stocks. Have 
you “outs” in the key sizes? 
Are you overstocked on any 
numbers? Which styles and 
prices are best sellers? 


9 YOUR check list by 

means of which you 
check your stocks weekly is 
really a Check List of your 
basic stock items—the styles, 
colors and sizes you cannot 
afford to be without. You'll be 
buying for Spring soon. Do 
your buying with that check 
list for a guide and you'll do 
a better job. 


97 YOU'RE still between 

seasons, with no new 
styles to feature. So why not 
give your men's shoe line a 
good strong ad today, backed 
up by an interesting window? 
If you do not want to feature 
the line in general select your 
best selling price line and pre- 
pore a striking ad featuring 
this one price. 


9 . HAVE your January Sat- 
urdays been better than 
the corresponding Saturdays 
@ year ago? And whether the A) 
have been better or poorer, do 
you know why? That is the ad- 
vantage of the daily record 
suggested earlier this month. 
It enables you to repeat your 
successes and avoid repea 
your failures. 











30 CHANGE your windows 

today. Perhaps you 
have a new style or two that 
yon can play up in a big way 
as Advance ing Styles. If 
you have nothing new, rear- 
range your displays, play 
up some line that has been 

down in recent windows. 
Don't let folks say, “These are 
the same windows we saw last 
week!” 





3 FEBRUARY, the 
little th is just ah 
The month when new styles 
begin arriving. The month 
when ali planning for the 
Spring season should be com- 
pleted. February, 1939, can be 





a better month for you than > 


es mae a but it calls for 
vance mning. Are you 
plans complete? , 
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Does Your Inventory 


THIS mess in the newspapers about inventories that 
never existed and kept on the books as assets is going 
to be a subject of many repercussions in the next few 
weeks; and it behooves every business to look to its 
physical inventory at this season of the year. The 
“pigeon hole” inventory episode is going to make a 
eomplete new field of work for accountants—or I miss 
my guess. In reading this fantastic story of ware- 
houses “in imagination” and assets “on paper,” one 
finds a business story stranger than fiction. 

It is obvious that future accounting practice will 
include some form of examination or test-accounting 
of physical inventory. A sample tracing of a dozen or 
a hundred transactions, picked at random from source 
to sale, may verify records, but a personal examination 
of shoes and cartons is the only real “eye test” of the 
existence and worth of the goods so inventoried. 

You will find that the auditor usually puts in a few 
protective words at the bottom of any balance sheet or 
statement, leaving a loophole—such as: “and other 
supporting evidence and information and explanation 
from officers and employees of the company.” Not 
that there is dishonesty in business as a rule, but dis- 
crepancies in evaluations for statement purposes, in the 
light of hopes and “position,” put many a balance 
sheet in a favorable light—whereas a cruel appraisal 
in the full glare of the sun of today’s value may 
change the picture materially. The outcome of all this 
will be a demand for some personalized supervision 
of inventory. 

Shoe inventory today is below normal because for 
fourteen months merchants have been cleaning house 
for fear of style change, price change and economic 
change in the national picture. So low is inventory, 
that many a sale is lost for want of a size in some 
new and interesting shoe. And the merchant doesn’t 
seem to care very much because the style is too perish- 
able a number to carry in complete size runs “in the 
middle” and the possibility of losses in the “odds and 
ends.” We as a trade blow hot and blow cold on stocks 
of shoes carried, just as the storms or fair winds 


Tell the Truth 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


blow, because of purchasing power in general—we are 
part of the economic world, not free from it. 

Just as merchandising is changing, so too is inven- 
tory. The merchant wants to have his stock of shoes 
show action in every section, every week; and if it 
doesn’t—(and he is a good merchant) —he starts clear- 
ing. 

Nothing takes the place of a good physical inventory 
under the critical eye of the owner of the business, 
pair by pair. We have stressed that point a hundred 
times for we had occasion a number of years ago to 
help a merchant take his inventory and learned some- 
thing of the mysteries. In the case in mind, some 
$3,000 on the inventory was represented by high boots 
of the early war period. It is true the boots were there, 
but the values had gone a full score of years ago. To 
save face at the bank, the item was carried on the 
inventory and accepted as assets over the years. There 
isn’t much of this going on today, but it still is diffi- 
cult to face the facts of true inventory—or what will 
it bring for cash today. 

Inventory is being watched more sharply today than 
ever before—because every merchant knows that a shoe 
on the shelf is not the same as money in the bank. 
Shoes have to move to make turn-over money. It’s 
folly to generalize on the subject of inventory. Get 
to the important point—truth in inventory means not 
selling price, not cost what it is worth in its broken 
size condition today. 

It is absolutely necessary to face the truth as we 
step into 1939. Business is not going to be easier to 
get and sales must be created. There is very little busi- 
ness that comes to the store in automatic regularity for 
everything can happen to a regular customer and 
change the situation in your store, between the fitting 
stool and the cash register. But this we do know—a 
sweet stock, new and fresh, clean and neat, sells better 
than one that has worn out its welcome on the shelves. 


[24] 
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Look BACK over the past 10 years. Perhaps the 
tory 


most remark 


able advances in the entire his 
hoe construction 


been made in $ 
d. Light shoes, 


shoes molded t 


of fashion have 
flexible shoes, 


within that perio 
o the feet, 


that breathe, 
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shoes 
dom. 


_. new beauty, 


fort, new free 


The girl of today May look like her grandmother 
in her hoopskirts 
curls and beflo 


etticoats, cas- 
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a freedo 


m her grandmother never knew: 
The days of stiff, tight stays and stiff, tight 
shoes are gone forever. 
ut very 
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URING THE PAST TEN YEARS, the Compo Shoe Machinery Corporation has sponsored and 


developed the cement shoe technique and brought it to the high point that it occupies today. 


This accomplishment has proved a great influence for progress and advancement in the art of 


shoemaking. We take this opportunity of congratulating the Compo Shoe Machinery Corpo- 


ration on its ten years of successful service to the industry. It is a pleasure to participate in 


this tribute to the Compo organization. 





AnsIn SHok Mra. Co. Athol, Mass. 
Bates SHor CoMPANY Webster, Mass. 


Bexer & FriepMAN Sno Co., INc., 
Brooklyn, N. Y. 


St. Louis, Mo. 
St. Louis, Mo. 
St. Louis, Mo. 

Carlisle, Pa. 
Carthage, Mo. 
St. Louis, Mo. 


Boyrp-WeE ts, INc. 
Braver Bros. Suokr Co. 
Brown Sxoe Co. 
Car.is_e Suok Co. 
Carmo Suoe Mpc. Co. 
Coxiins-Morris SHokr Co. 
ConraD SHor ComMPANY 
No. Abington, Mass. 
DartTMovUTH SHok Co. Campello, Mass. 
DiaMOND SHoe Corp. New York, N. Y. 
Dickerson, WALKER T., Co. 
Columbus, Ohio 
Dunn AND McCartay, Inc. 
Auburn, N. Y. 
Exam, F. S. SHos Co., Inc., Rochester, N. Y. 
Exxin, Newron Suoe Co., Philadelphia, Pa. 
FarGco-Hatitowe i Suor Co., Chicago, Ill. 
FiorsHem Sxuoe Co., Tue, Chicago, Illinois 
Garorato, E. Mra. Corp., Brooklyn, N. Y. 
HaNNAHSsONS SHOE Co. Haverhill, Mass. 
INDEPENDENT SHOE Mrrs. 

(Branch Hamilton-Brown Shoe Co.) St. Louis, Mo. 
Joyce, Inc. Pasadena, Calif. 
KegssLen Suoe Co. Kennebunk, Me. 
Kime SHoe Corp. Claremont, N. H. 
Keven Suoz Co. Spencer, Mass. 
LoPresti1, C. & A., Inc., New York, N. Y. 
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Merry Suoe Co. Lewiston, Me. 


METROPOLITAN SHOEMAKERS, INc. 
Chicago, Ill. 
Muiuxius SHoe Co. St. Louis, Mo. 


Mixxer, I. & Sons, INc. 


Long Island City, N. Y. 
Baltimore, Md. and 
Millersburg, Pa. 
NaTIONAL SHoe Corp. Marlboro, Mass. 
Patter DeLiso, Inc. New York, N. Y. 
PARAMOUNT SuHoke Mpa. Co., St. Louis, Mo. 
Peervess SHor Corp. Ware, Mass. 
PENNANT SHOE Co. 

(Branch International Shoe Co 
Pincus & Tostas, Inc. 
Pusiix SHoe Corp. Milford, Mass. 
Rice-O' Nett Sxoek Co. St. Louis, Mo. 
Ronpeau, H. O. Suosk Co., Inc. 

Farmington, N. H. 
SAMUELS SHOE Co. St. Louis, Mo. 
Setsy SHok Co., Tue Portsmouth, Ohio 
Smita, G. Epwtn Suoe Co., Columbus, Ohio 
SrrasspurRGER, E. H., Inc., New York, N.Y. 
Tripcte Nove tty Footwear Co. 
Brooklyn, N.Y. and Hanover, Pa. 
Troy, Seymour, Inc. New York, N. Y. 
Tupper-Preview, Inc. New York, N. Y. 
Unirtep States SHor Corp., THE 
Cincinnati, Ohio 
Uniry SHoemakers Corp. Haverhill, Mass. 
Unity-GrossMAN, Inc. New York, N. Y. 
UNtversaL SHoe Corp. Sanford, Me. 
Wesster Suoe Corp. Webster, Mass. 
Wotrr-Toser Suoz Mra.Co.. St. Louis, Mo 


MuskIn SHok Co. 


St. Louis, Mo. 
Brooklyn, N. Y. 





SS RRR 92 I I TT 

















BARNARD S. SOLAR 


WILLIAM H. BRESNAHAN 


BGI ee i tha CR ee eg a es © sg 








SHOE BY Hhebet LOCUST STREET DIVISION 


1 




















y F*) \ pus lo 
LS OMP 









































SHOE BY tous 






Wem 





SHOE BY 

































SHOE " Goyee Suc. + PASADENA 








ya QYdlloncell 
SHOE BY i 
















.. AND IN MEN’S SHOES, TOO 


—_ 


' D Mele tb 





SHOE BY Couradk 


te 
~~ 





», URING THE PAST TEN YEARS the artistic genius of the designer has 
been given fresh impetus and a broader latitude because of improvement 
in the art of shoe manufacture. Chief among these is the technique which 
has been sponsored and highly developed by the Compo Shoe Machinery 
Corporation. The introduction of the Compo Shoe opened up a sparkling 
new approach to the whole matter of shoe beauty. Its influence is clearly 
reflected in the styles which are shown in this advertisement, many of 


which would scarcely have been possible by the methods used ten years 


ago. The new technique of applying soles by adhesion has enabled manu- 


facturers to produce improved shoes of all types in the widest range of 


beautiful patterns and with an airy lightness and all the marks of fine 


Hien! Cola 


SAKS FIFTH AVENUE 
NEW YORK 


craftsmanship. 


Printed in U.S.A. 





BOOT ann SHOE RECORDER, December 31, 1938 


MIDDLE ATLANTIC GROUP 


PLANS FOR 


BIG 
CONVENTION 
AT 
BALTIMORE 


GORDON EVANS 
President, Middle Atlantic Shoe Re- 


tailers’ Association 


CAL J. MENSCH 


Secretary and Managing Director of 
M.A.S.R.A. Convention 


Large Number of Reservations Already Received 


Points to Record Exhibition at Baltimore in 


February, Association 


AT a recent special meeting held at the Lord Baltimore 
Hotel in the interest of the 25th annual Shoe Show 
of the Middle Atlantic Shoe Retailers’ Association, to 
be held February 12, 13 and 14 in Baltimore, Md., an- 
nouncement was made that already about 100 of Amer- 
ica’s foremost shoe manufacturers and wholesalers have 
engaged space, and reservations are being received 
daily. This early showing is believed to indicate that 
it will be one of the greatest shows the association has 
ever held. 

The affair this year is so dated that at least nine 
weeks will intervene between the exhibition and Easter, 
thus giving ample opportunity for merchants to stock 
the latest lines of Spring and Summer footwear. 

Cal J. Mensch, managing director of the association, 
is attending to reservations and expects when final 
tally is made that he will have from 200 to 225 ex- 
hibitors on his books. This would indicate probable 
attendance at the show of about 2000 retailers. Work- 
ing with him are most capable committees. 

The Management Committee is coniposed of Gordon 
Evans, chairman, Scranton, Pa.; N. K. Schenthal, Balti- 


Management Believes 


more; Roy Walter, Wilkes-Barre; G. H. Hagedorn, 
Baltimore; B. W. Shaub, Lancaster, Pa.; I. C. Smashey, 
Bridgeton; Elkan R. Myers, Baltimore; I. Frank Ober- 
field, Philadelphia; Jerome Lutsky, Philadelphia; Dave 
Hunn, Philadelphia; Murray Saks, New York City; 
Frank B. Masterson, Boston. 

The Display Committee is composed of Harry W. 
Hahn, chairman, Baltimore; Harvey L. Farr, Allen- 
town; Herman Fischer, Philadelphia; B. W. Shaub, 
Lancaster; R. C. Gerheim, Johnstown. 

The Baltimore Shoe Show Committee is composed 
of Harry W. Hahn, Jr., chairman; I. Hamburger, T. 
Friedenburg, H. D. Mitchel, Henry E. Wyman, George 
B. Hess, David Westlund, J. T. Lee, F. Moran, Harry 
Goodman, Elkan Ries, N. K. Schenthal, G. H. Hage- 
dorn, Elkan R. Myers, Leroy H. Lowenthal, Adolph 
Cohen and Ted Newhoff, all of Baltimore. 

The primary and all-important interest of the show 
is shoes. Lighter moods will not be overlooked. Ar- 
rangements have already been made for a dinner and 
entertainment to be held on Tuesday evening at the 

| TURN TO PAGE 52, PLEASE) 








OPENING 
The NEW 
SHOE YEAR 


1939's Shoe Fair Is in Tune with the In- 
creasing Alertness and Interest of Business 
Men in Leading America through Indus- 
trial and Business Leadership. It Offers 
Stimulation and Information on How to 
Grasp New Opportunities Most Successfully. 


by WEIR STEW ART 
Chairman, Shoe Fair Committee 


ALL factors have united to set a perfect stage for the 
1939 National Shoe Fair. Business recovery has been 
gathering momentum during the second half of 1938. 
Inventories of both raw materials, particularly hides and 
leather, and finished goods are low. Markets are firm 
and sufficiently stable to warrant confidence. Not only 
the indices but even the most conservative of business 
analysts unite in predicting “GOOD BUSINESS FOR 
1939.” 

There is a changing temper in the business world. A 
defeatist attitude is giving place to an aggressive desire 
to have an active part in determining the policies and 
regulations under which business will be conducted. 
Industry’s about-face, as indicated in the “Program for 
American Progress” adopted by the National Associa- 
tion of Manufacturers, presages a new era. Business men 
are realizing the importance and necessity of their taking 
an active and vocal part in leading America to its social 
objectives through industrial and business leadership. 

This year’s Shoe Fair has been keyed to the times. 
To mention its size is almost unnecessary for the 1939 
Shoe Fair maintains the tradition of exceeding in this 
respect all of its predecessors. To the alert business 
man (those who have been lulled to sleep by their 
monotonous routine of lifetime habits—both mental 
and physical—we hope to arouse) will be presented a 
program that will enable him to seize the opportunities 
which 1939 offers. It will be stimulating and informa- 
tive as well as friendly and entertaining. The progres- 
sive merchants and manufacturers are eager to avail 
themselves of the opportunities which it affords. 

Further, “The First of the Fairs” will inaugurate in 
the middle of the country a merchandising movement 


BOOT anv SHOE RECORDER, December 31, 1938 


WEIR STEW ART 
Treasurer, Marshall, Meadows & Stewart, Inc. 


of buying and selling or—selling and buying according 
to the viewpoint—that will provide the sinews of re- 
covery that will sweep in both directions across the 
country to the fairs on the Atlantic and Pacific. 


Chicago Travelers Re-elect Officers 


Cuicaco, ILL.—The same officers who served during 
the past year were re-elected by the Chicago Shoe Trav- 
elers’ Association at the annual meeting December 17, 
at club headquarters at the Morrison Hotel. They are 
Norman Souther, president; Urban K. Allen, vice- 
president, and John Ruckman, secretary. They were 
elected following a resolution proposed by Hugh Estes, 
commending them on their contribution to the associa- 
tion during the past year and that they be re-elected by 
acclamation. 

Seventeen delegates were appointed to the national 
convention to be held during the National Shoe Fair. 
Members agreed that the past year was one of the most 
successful in the history of the association. Attendance 
at the meeting was double that of several previous 
years, and the present membership is the best for some 
time. There are already 12 new members for 1939. In 
view of the success of the monthly shows during 1938, 
members agreed:to continue them during the coming 
year. 
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oodyear’s New 


ORD SOLE 


ERE’S the Cord Sole the shoe trade’s been 
waiting for —the new Goodyear Wing- 
foot All-Weather. 


It’s built like the ed carcass of an auto- 
mobile tire—to give long, economical wear. 


It’s built to give handsome appearance, with 
sturdy edges that won’t wing 


It’s built to sell shoes! 


That’s why smart manufacturers will be 
quick to snap it up — will be quick to take 
advantage of the phe sales appeal this new 
sole gives to shoes. 


The cross-laminated construction of the All- 

Weather Cord Sole prevents curling and 

warping, helps hold the shoe in shape. It 

stays flat, retaining its original appearance. 

The new All-Weather Cord Sole is skid-safe, buckle-proof 
and will not stretch. 

Investigate the lines of shoes now fitted with the Good- 
year All-Weather Cord Sole. They have a brand new sales 
appeal which only this sole can give. 


THE GREATEST NAME IN RUBBER 


Wing foe7 ALL-WEATHER CORD SOLE 

















COMPO 
CELEBRATES 


Attendance. 


**T0 William H. Bresnahan and Barnard S. Solar, 
whose faith in an ideal and courage in achieving it 
brought progress and improvement in the art of shoe 
manufacture, this tablet is presented to commemorate 
their accomplishment and as a testimonial of the high 
esteem and deep affection of their co-workers in the 
business which they founded.” 

“January 10, 1938—on the tenth anniversary of the 
Compo Shoe Machinery Corporation.” 

The large bronze plaque pictured here, inscribed as 
above, was presented to Mr. Bresnahan and Mr. Solar, 
chairman of the board and president respectively of 
the Compo Shoe Machinery Corporation at a dinner 
held in the Hotel Kenmore, Boston, on December 21. 
They were the honor guests of more than 200 of their 
associates, who chose this method of marking this 
epoch in the growth of the company which ends its first 
ten years with a record of 190 licensees—shoe manu- 
facturing companies using Compo equipment and ad- 
hesives in the manufacture of Compo shoes. Still more 
impressive is the record of “more than 260,000,000 
pairs of shoes manufactured during the past ten years 
on equipment provided by the company.” From all 
parts of the country shoe executives pay tribute to 
these men who are responsible for the creation of a 
company that has gained a world-wide recognition in 
its field. 

Even before the founding of the Compo Corporation, 
the cemented shoe was the subject of much experi- 
menting in the factory of the Bresnahan Shoe Com- 
pany. In the early days there was a two-fold problem— 
how to hold the cuter sole under equal pressure at all 
points against the lasted upper while the cement “set”; 


TENTH ANNIVERSARY 


William H. Bresnahan and Barnard S. 
Solar Honored at Testimonial Dinner Given 
December 21, at Hotel Kenmore, Boston, 
with More Than 200 of Their Associates in 
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Bronze Plaque Presented to Mr. Bresnahan and 
Mr. Solar by Their Associates at Testimonial 
Dinner. 


and the type of adhesive to use. The first part of the 
problem was solved with the invention of the Compo 
jack, a frame in which the lasted shoe is held while 
the sole is attached by air-pressure from inflated pads. 
It is designed to allow sufficient time for the sole to 
conform to the exact shape of the lasted upper and 
allow the cement to set, making possible the smooth 
bottoms that are a characteristic of this type of foot- 
wear. The second part of the problem, the compound. 
ing of a proper adhesive, was solved by E. I. du Pont 
de Nemours Company, who developed in their labora- 
tory a new kind of pyroxylin adhesive particularly 
suited to this work. Since then the cement and sol- 
vents used by manufacturers have been the subject of 
constant study in the du Pont laboratories, and the 
work of the chemist has moved forward step by step 
with important developments in mechanical engineering. 


THE Compo Shoe Machinery Corporation was the 
natural outgrowth of the experimental work done by 
Mr. Bresnahan in his factory. It was his mechanical 
genius that evolved not only a method but the tools 
with which to make it practical, and he soon saw large 
possibilities in licensing other manufacturers to use his 
equipment. So did his partner, Barnard Solar, who, 
with a background of many years as a successful shoe 
merchandiser, devoted himself to promoting the inter- 
ests of the newly formed company. Together they made 

[TURN TO PACE 60, PLEASE] 
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Present and Future Trends 


"towrwm meu ves) || ANNOUNCEMENT OF WINNERS 
mar are irc: |1  KIDSKIN DESIGN CONTEST 


ago. 
“Any appraisal of trade factors in 
the past few months must lead to the 
conclusion that the turn in the tan- 
ning industry was not due merely to the 
appearance of general improvement 
and the reversal of sentiment in secur- 
ity and commodity markets. Curtailed as 3 
production and the consequent deple- First Prize — lL. B. Eastman, Neiman-Marcus, Dallas, Texas 
tion of inventory had largely removed Second Prize—Howard Ketcham, 30 Rockefeller Plaza, New York 
whatever maladjustment was inherited oo : ; 
Drea ae?. Yn terms of eubaly condl- Third Prize — Claire DeBacco, 5449 Bischoff St., St. Louis, Mo. 
tions alone, there was reasonable Fourth Prize — Jack C. Fishman, 347 Fifth Avenue, New York 


re a eee Soa Fifth Prize — Curt Kliche, 41-42 Parsons Blvd., Flushing, N. Y. 





mee 
Kioscin 


+ —— 


Designs submitted by the following were awarded 


Racine Joins Hands 


Angee HONORABLE MENTION 


RACINE, Wis.—As it was announced 
in an earlier issue of Boor AND SHOE 
RECORDER, the Holland Shoe Company, Chos. J. Au . . Richmond Hill, N.Y. Virginia McCune St. Louis, Mo 
Holland, Michigan, has merged with Berte Shoe Stylists . . New York City A. Robert Miller . . Brooklyn, N.Y. 
the Racine Shoe Manufacturing Com- Howard Bourner, Jr., Cape Girardeau, Mo. Jean C. MacAlpine , Chicago, II! 
— eget ret — P nem Lucille Dippold . . . St. Lovis, Mo. Bernice McCall . . St. Louis, Mo. 
panies are well es s shoe firms, Th ae . 
each having been founded over a omas Gargas St. kook, Mo. Ted Olson - « « New York, N. Y. 

Val Humme .. . . St. Lovis, Mo. 5S. Weinstat . . New York City 
quarter century ago. li . . . 

Both plants will continue in regular ipp & Hirsch . . New York City Arnold Sanders . . . St. Lovis, Mo 
operation, and both lines will retain Arthur P. Williams . . St. Louis, Mo. 
their own brand identities. Tien Marcus 
will act as superintendent of the Hol- 
land division and Walter Reagan as |, edd 
superintendent of the Racine division. he Kidskin Group wishes t® thank all contestants for their 
Officers of the newly-formed company exceptional interest in the design contest. This was more than 


_ be: wage ewes got gordi evident by the many truly fine designs which were submitted. 
William C. Reagan, vice-president and In fact, there were so many excellent sketches and pullovers 


in charge of combined production and entered that the judges found it very difficult to decide on 


poeple opportunities for Hol- the winners. In the end it was decided that the only way to 
land-Racine Shoe dealers are foreseen be fair was to expand the number of awards from 4 to 20. 


from the merger. With announcement ee / : : ‘ 
of the hater suanee eee oto The Kidskin Group deeply appreciates the interest in this 
brand-new popular-priced line to be contest shown by manufacturers and retailers, as well as 


known as the McCoy shoe—the “Real designers for the contest served to bring out clearer than 
McCoy” for man and boy. Enna Rigg ‘ 
ever the fact that kidskin is the ideal leather today for 


smart women’s footwear. 


om Biever. Je. with Joves There has been such a demand to see the designs and pull- 
ms s i ” . rs overs entered in this contest that the Kidskin Group has 
emery the p — Sines - Slipper Fwy decided to display them at the National Shoe Fair in Chicago, 
pany, has announced that W. D. Lever, January 3rd to 6th. 
Jr., of Gainesville, Georgia, is a new 
member of their selling staff. Mr. 
Lever, son of the well-known “Lever a 
the Shoeman,” of Columbia, South ‘ Members of Kidskin Group 
Carolina, will travel the South Atlantic N 0 T E i 
and South Central sections, taking care pr mpl LEATHER COMPANIES, Inc. 
. ne : A MPANY 
a = —s Repel — that have Prize winning designs ore JOHN R. EVANS & CO. 
Formerly with Plaut-Butler and Stix- not being shown ot this CK CROTYENS 
Altman-Weiner, Mr. Lever is looking time as each of them is er vena OD. 
: os . ’ WILLIAM AMER & CO. 
forward A ay or friends > = being included in lead DUNGAN HOOD & CO. 
. a Fair eS 4 ing manufacturers lines. BEADENKOPF LEATHER CO. 
ae will be William J MITCHELL & PEIRSON, Inc. 
‘Melville Kaufmann, Charles Beall, C. 
brt Phinn, and Mary Thacker. 
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PRESENT And FUTURE TRENDS 


Improved Volume and More Active Leather Markets Seem 


te be on the Way. 


Tanners are Generally Optimistic, Feeling 


that the Recent Market Trend Offers Basis for Encouragement 


@NCE again Boot anp SHoe Recorper presents its 
Measuring Sticks of Shoe Costs, taking for its basic 
shoes a man’s and a woman’s Goodyear welt oxford— 
the former of black calf; the latter of black kid. But 
whereas in the past, we have been able to spread the 
figures before you and say: “Here is the whole story,” 
this time, and as of Dec. 1, it is not quite so simple. 

The figures do not lie—they are absolutely correct; 
but, at least in the case of the man’s shoe, and to a 
somewhat lesser extent, also in the case of the woman’s, 
they may tend to deceive those who are thinking in 
terms of a short-term trend—as most of us, perforce, 
must do. 

Getting down to brass tacks, therefore, we find on 
examination of the cost analysis of the man’s shoe, that 


by OWEN A. THOMAS 
Associate Editor 


the increase in upper stock between March 1 of this 
year and Dec. 1 has been about eight cents a pair. This 
represents an advance of about three cents a foot. But 
the advance in leather prices since some time in July or 
August of this year has been exactly double that amount 
—or six cents a foot. 

Many of us have already forgotten that the months 
following March of this year saw steadily declining 
leather prices and that the bottom was not reached 
until some time in early August. Since then, the ad- 
vance has been sharp and rapid. 

What about outer soles? Look at the analysis and you 
will see that they are actually below the price at which 
they stood on March 1, but they are a full six cents 
higher than they were on July 1. Most of the other items 
follow the same general pattern. 


**SOLE leather hides,” says a trade authority, “are 
considerably higher than they were in March, but sole 
leather whole stock (whole tanned hides), after its late 
Spring drop, has just about reached the March figures 
and its price as of Dec. 1 has not yet reflected this 
increase in the cost of the hides. Sole leather cut-stock 
prices have, as usual, lagged behind the advancing 
prices of whole stock.” 

A manufacturer of men’s work shoes has this to say: 





Measuring Stick of Values in Women’s Shoes 
Cost of a hoary Woman's Goodyear Welt Oxford in a Good Grade of Kid 


Dec. |, 1934 

$ 5216 
0782 
1425 
4900 5500 
1.0767 1.0767 
.0650 0650 
09 09 
18 18 
10 10 
27 27 


$3.1253 


$ .5634 
0782 


Oo Listes Lintos cad Basbises Sache Site 
.1520 


Leather Linings and Trimmings 
Stock 


$3.0140 


Dec. |, 1935 


Dec. |, 1936 Mar. |, 1938 Dec. |, 1938 


i 


April 1, 1937 
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In HIDE And LEATHER PRICES 


“In common with all other manufacturers of work 
shoes, we use large quantities of elk and retan in our 
uppers. In the last three months, this type of leather 
has advanced from 14 to 19 cents a foot. Innersoles 
used in welts have advanced three cents. The increase 
in upper stock alone has been sufficient to increase our 
cost of manufacture a full 15 cents per pair. We cannot 
get concessions from tanners. We cannot sell our shoes 
for a higher price because the merchants swear on 
bended knee that their customers won’t permit them to 
charge any more. The giddy consumer again!” 

This manufacturer, and his brother manufacturers, 
including the makers of dress shoes, as well as work 
shoes, have been, and are being squeezed between the 
prices charged by the tanners and the unwillingness or 
inability of the public to pay more for its shoes. 

(The chances are that the word “inability” could 
safely be eliminated from the foregoing sentence.) 

To date the shoe manufacturer has been content to 
operate on this basis, even though, by and large, the 
shoes he made for the Fall and Winter season yielded 
little if any profit—certainly not, at least, in the- case 
of the manufacturer who resisted the temptation to 


lower the quality of his merchandise. Nor do already 
announced prices for early Spring, in many cases, show 
an increase—certainly not one sufficiently large to com- 
pensate for additional costs. 

It may be necessary later to revise these prices up- 
ward; or the manufacturer may choose to wait until the 
second run—for the late Spring and early Summer—by 
which time the trend of general business should be well- 
defined. 

It seems obvious, however, at least to the leather trade, 
that leather prices will not soon go lower than they are 
today. There may be isolated exceptions. On the other 
hand, there may develop shortages, as in the case of 
some weights of sole leather, which will have a tendency 
to increase prices almost abnormally. 


BY and large, however, tanners are inclined to side 
with Harold Connett, Chairman of the Board of the 
Tanners’ Council of America, who, in a comparatively 
recent statement, said: 

“The background of recent events in the leather and 
related industries seems to offer some basis for encour- 
agement. Through the latter half of 1937 and the first 
six months of this year, consumption was steadily in 
excess of production. This was the case not merely in 
leather but in shoes as well. 

“According to the estimates of the Tanners’ Council, 
retail shoe sales in 1938 were relatively well main- 
tained in comparison with production. Retail sales were 
estimated to have declined by approximately 9 per cent 
in the first eight months whereas production was cur- 
tailed about 20 per cent. 

“Even more striking comparisons are evident in the 
statistics of the leather industry. At the end of Sep- 

[TURN TO PAGE 49, PLEASE] 





Measuring Stick of Values in Men’s Shoes 
Cost of a Typical Man's Goodyear Welt Oxford in a Good Grade of Kid 


Dec. |, 1935 
$ .9910 
0686 
-1900 
006! 
8220 
.9803 
.0680 
.0950 
-2048 
0600 
3650 


$3.8508 


Upper Stock 
Cloth Linings and Doublers .. 
Leather Linings and Trimmings . . 


Selling and Administrative Costs, In- 
cluding Salesmen's Commission, 


7244 
$4.5752 


May 20, 1935 


Dec. |, 1938 
$ .9981 
0630 
.1690 
.0066 
.7159 
1.0330 
0720 
.0980 
.2051 
.0650 
-3500 


Dec. |, 1936 
$1.0503 
0710 
-2230 
.0060 
-7750 
9951 
0710 
0950 
.2001 
0600 
3650 


$3.9115 


Apr. |, 1937 

$1.1849 
0790 
2453 
0060 
9018 
1.0449 
0738 
0950 
.2077 
0600 
-3700 


$4.2684 


Mar. |, 1938 

$ .9167 
0630 
-1460 
0066 
-7730 
9890 
0720 
0950 
.2021 
-0600 
3500 

$3.6734 $3.7748 











M.A.S.R.A. Plans Big Convention 


[CONTINUED FROM PAGE 45] 


close of the show. Here business will 
be forgotten and frivolity and pleasure 
will reign. The business session will 
be held at a noon-day luncheon on 
Monday. This meeting will be prin- 
cipally in the form of a round-table 
discussion with only two principal 
























JOHN G. SMITH 
Director of Middle Atlantic Shoe 
Retailers’ Association 


speakers. From present indications the 
principal subject for the round-table 
discussion will be some of the unethical 
practices now evidenced in the trade 
and the present shoe retailer’s head- 
ache—cancellation shops. 

Arrangements are made to furnish 
each exhibitor with a liberal supply of 
blotters to be used as inserts in all 
their correspondence and invoices. This 
is to promote a retailers’ attendance at 
the convention. 

Display reservations at this early 
date are as follows. Where no room 
numbers appear, rooms have not been 
assigned, and a few are tentative: 


Room No. Firm 
A 


1648—David Abrahams 

+ ty pay X-Ray Shoe Fitter 
1766—Arrow Decorating Co. 
1420-22——Ault- Williamson Shoe Co. 


1328—Barbour Welting Co. 
1712—Bates Shoe Co. 
1723—Billiken Shoemakers 
Blue Ribbon Shoe Co. 
1727—Bob Smart Shoemakers 
1546-48—Bond Shoe Co. 
Boyd-Welsh Shoe Co. 
1740—Brauver Bros. Shoe Co. 
1510—Brooks Shoe Co. 
1520 to 26—David Brown 
Chas. Henry Brown 


c 
17 Sh Mfg. Co. 
1519—Clickstein Shoe Co. 
1506-08—I. Cohen & Sons 
170 wealth Shoe & sguther 
dts to Sreount hte os 





t Shoe Co. 
Curtis, Stephens & Embry 


D 
1527-32- 6 aiens Shoe Co. 
Dis es Center of Phila. 
1462-64— Do 3 Shoe Co. 
Irving Drew 


¥F 
Nathaniel Fisher Shoe Co. 
1744-48—Florsheim Shoe Co. 
1624-26—B. Friedman & Co. 
1324-26—-Freeman Shoe Corp. 


G 
1424-26—Gerberich-Payne Shoe Co. 
1511—Julius Goldstein & Sons 
1502-07—S. Goldstein & Sons 
1514-16—S. L. Goldstein 
1556—Golo Slipper Co. 
1338-40—Reuben Gordon Shoe Co 


H 
Hannahson Shoe Co. 
1654-56—Hill Shoe Co. 
1715—Hunn Shoe Co. 


I 
Interstate Shoe Co. 


J 


1517—Nathan Jacobson 
1750—Johansen Bros. Shoe Co. 


K 


1512—Katz-Reisman Shoe Co. 
1554—-Kay Shoe Co. 

1632- 34M. Kolker & Co. 
1614-16—Samuel Kolker 
1738—Krippendorf Dittman Co. 
1732—Krischer, Rogers & Fischer, Inc. 


L 


Levey Bros. Shoe Co. 
1718—Lion Shoe Co. 


M 
1544—Marco Shoe Co. 
1754—-Fred A. Mayer Shoe Co. 
1650-52—A. Meltzer 
1711—Milford Shoe Co. 
1417—Miller Shoe Co. 

Millius Shoe Co. 
1758-62—D. Myers & Son, Inc. 


N 
—— — Mut. Insurance 


Com 
1723—Naturat “Bridge Shoemakers 
1550-52—-Nu-Way Shoe Co., Inc. 





Builds Promotional Campaign 
Around Celebrities 





Brooklyn, N. Y.—The above photo- 
ph shows Lou Mellin, of Mellin Shoe 
Socata who operate stores in New 
York and Brooklyn, fitting Milton Berle, 
famous comedian and master of cere- 
monies, with a pair of Jarman shoes. 
This firm has worked up an interesting 
promotion campaign around such celeb- 
rities as movie stars, orchestra leaders, 
baseball players, etc., some of whom 
have consented to have their pictures 
appear in the store’s advertising. 
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P 


Paramount Shoe Co. 
1446—Payes Shoe Co. 
llot Shoe Co. 
1518—Simon Pearl 
1528-30—M. Perel 
1720-24-26—Lester Pincus 


s 

1562-64—-M. J. Saks Shoe Corp. 

Samuels Shoe Co. 
1602—A. Sandler Co. 
1521—D. Siegel 
1425—Simplex Shoe Mfg. Co. 
1427—G. Edwin Smith Co. 
1566—Stern Shoe Co. 





1736——-Tupper, Inc. 
U 
1727—Universal Shoe Mfg. Co 
Vv 
1719—Vanity Shoe Co. 


w 


16—Wall Streeter Shee © Co. 

715—Wear Ever S >. Ss Slipper Corp. 
Winthro Shoe ce 0. 

727—Geo. D. itt Shoe Co. 









Takes Over Shoe Store 


Cuicaco, ILL.—Edward Wolf has 
taken over the shoe store in the retail 
arcade in the Chicago Merchandise 
Mart. The store formerly operated as 
Lee-Snyder Shoe Store is now known 
as Edward’s Shoe Store and will 
change the women’s line of shoes some- 
what so that the price range will cover 
from $4 to $7. Mr. Wolf was previous- 
ly buyer for W. R. Roland, in Bloom- 
ington, III. 


Gay Days Are Play Days 
In Leisure Footwear 
[CONTINUED FROM PAGE 19] 


peasant influences in play clothes. They 
are most popular in beige or natural- 
colored leather—another reflection of 
the general interest in “wheat,” na- 
tural and beige in everything from 
beige slacks (by Schiaparelli) to many 
shoe fabrics in wheat and natural. 

The all-white play shoe, most satis- 
factory in leather, promises to be very 
popular this year, partly because there 
is so much color in the rest of the cos- 
tume. White shoes with color will also 
have a big play. Several of the shoes 
illustrated show the use of white on 
color and color on white. 

Sole material depends on the type of 
shoe. Cork and rubber are, of course, 
leaders for beach shoes. One or two 
leading rubber companies, however, are 
making such good looking rubber-soled 
shoes (with very thin soles) that they 
ean be worn to any daytime Summer 
event and look entirely correct. 

With all their originality of design 
and treatment, patterns continue to b« 
practical. They have been made with 
an eye to use. They may be open or 
closed; high or low; laced, buckled 01 
adjusted with goring; of leather, linen, 
pongee, chintz or what have you, but 
they have one trait in common—the) 
are all suited to the use for which 
they are designed. In addition to be 
ing charming, colorful and amusing. 
they are all functional. 





BOOT anv SHOE RECORDER, December 31, 1938 


THIS WEEK IN THE 


Saturday, December 31, 


SHOE TRADE 


National News 





Chicago Shoe Trade on Par with °37 





Retailers Optimistic on 1939 Business as °38 Sales 
Make Good Showing Against Last Year’s Figures 


Cuicaco, Inu.—Although they have 
had to combat unseasonable weather 
most of the time since last F'all, plus 
drastic employment slumps in the Chi- 
cago area, the majority of Chicago shoe 
retailers, as they approached the end 
of the year, expected their sales to 
equal or nearly equal those of 1937. 
Brightest spot on the downtown Chi- 
cago business horizon was the official 
announcement late in the Fall that 
Chicago’s ancient dream of a subway 
had finally been realized, bringing with 
it excellent prospects of increased em- 
ployment and spending. 

The final weeks of the year, aside 
from the pre-holiday slipper, handbag, 
hosiery and novelty business, found 
most of the sales volume still center- 
ing on suedes. Mild weather and lack of 
snow have seriously affected the sales 
of galoshes and rubbers and probably 
of smooth leathers. However, many 
retailers looked on this as more of a 
blessing, since they believe that it_ has 
helped and prolonged the sale of suedes 
and has helped reduce their stocks con- 
siderably. They are confident that 
smooth leather sales will be larger after 
the first of the year. Black still leads, 
and although brown started out strong, 
as the season progressed it occasionally 
took considerable pressure to move 
stocks, except in some of the reptiles 
and smoother leathers for street and 
Sport wear. 

Elasticized suede proved in highest 
favor among the customers and most 


merchants expect it will retain some 
demand throughout the Winter. Patent 
leather began to show a lot of lively 
interest prior to the holidays with pros- 
pects for an increase through into Jan- 
uary. Most merchants also predicted 
a continued interest in platforms and 
stated that in many cases the demand 
had far outgrown their expectations. 
Although there was a satisfactory sale 
of platforms in street and afternoon 
sales their largest volume came in even- 
ing slippers and dress sandals. There 
has also been a rising interest in all of 
the novelty heel numbers. 

The period prior to the annual sales 
brought with it many interesting pro- 
motions. Outstanding among these was 
Marshall Field & Company’s promotion 
of open heel black patent sandals with 
brass: nailheads decorating the plat- 
forms. These were promoted along 
with a handbag to match as “New 
patent accessories get down to Brass 
Tacks.” 

O’Connor & Goldberg have also been 
featuring pleated patent leathers with 
open toes and open backs and also the 
elasticized patent models. 

Maling Bros. also came out during 
the pre-holiday season with their intro- 
duction of “Dutch Uncles” which they 
promoted as “Inspired by the pictur- 
esque wooden shoes of Holland, these 
light-as-a-feather step-ins with their 
rocking soles, turned-up toes, and oval 
heels.” This same chain has also pro- 
moted draped tissue patent as “sharp 


and sparkling as champagne, it’s a 
cocktail for your foot.” 

Evening slippers are also receiving 
a good response with the volume sales 
centering on platforms. Cutler’s have 
been devoting entire windows to their 
jeweled platform and embroidered 
models. In the higher priced salons 
the high-sole Grecian sandals have risen 
in -interest. Several of the shops are 
also beginning cruise promotions. 


Boston Travelers Elect Officers 


Boston, Mass.—At a well-attended 
dinner meeting, held Saturday, Dec. 
17, members of the Boston Shoe Travel- 
ers’ Association lived over the activities 
of the year just ended, made plans for 
the year to come, sang songs, re-elected 
its president, vice-president and secre- 
tary-treasurer and named two members 
to the Executive Committee to take the 
place of two whose terms have expired. 

The meeting which followed the din- 
ner was enlivened by a discussion of 
the Wages and Hours Act, the so-called 
Patman Act and the Social Securities 
Act. It was voted, in connection with 
the Patman act, to instruct the asso- 
ciation’s delegate to the national con- 
vention to register disapproval of this 
measure. 

The officers who were re-elected in- 
clude George D. Tucker, president; 
Fred Pacifici, vice-president; and 
Thomas A. Delany, secretary-treasurer. 
Mr. Delany was also elected as delegate 
to the N.S.T.A. meeting in Chicago. 
Taking the place of Francis B. Master- 
son on the executive committee is Frank 
C. Fowler. A. P. Richards, whose term 
also had expired, was re-elected. Two 
members, who hold over, having been 
elected for two years in 1937, are Fred 
B. Zepfler and Cedric D. Watson. 
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COMPLETE 


FOR SEWED OR 
WITH 





In the development and perfection 
of machinery for the laminated method 
of stock fitting, we have provided man- 
ufacturers using Sbicca-Del Mac soles 
all the advantages and economies of 
this method on both sewed and ce- 


mented shoes. 


The machines here shown are aug- 
mented with complete and highly effi- 
cient auxiliary equipment. The Sole 


fC SPLITTING MACHINE — MODEL E Flexing Machine — Model A is espe- 
For Sbicca-Del Mac stock fitting 














CROSS SECTION — ACTUAL SIZE 


SOLE FLEXING 
MACHINE — MODEL A 
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EQUIPMENT 


af CEMENTED SHOES 
1 LAMINATED SOLES 


n cially designed to give maximum fore- 
id part flexibility to laminated work. A 
n- series of V-shaped cuts remove exacily 
2g the required amount of material to im- 


of part desired flexibility without com- 
e- promising the strength or wear of the 
outsole. 


G/CC SOLE STITCHING 
MACHINE — MODEL C 


/C CEMENT SOLE ATTACHING 
MACHINE — MODEL B 


ED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 





TO 
BUY 


Store Fixtures 


HOWELL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 


Your customers will like the modern style 
and comfort of Howell Chromsteel. You'll 
like the way it looks and wears.Write for 
Catalog of Shoe Store Equipment now. 





HOWELL Sine: 


Triple Color Coordination 
Planned 


New Yorxk.—For the first time, a 
color coordination in leathers for gloves, 
shoes and handbags, based on volume 
selling and not on high style promo- 
tion, has been accomplished. 

Glove leathers, shoe leathers and bag 
leathers have been swatched and, by 
the time this appears in print, will be 
mounted on explanatory color cards and 
ready for distribution. The idea is, 
primarily, the promotion of American- 
made gloves manufactured from Ameri- 
can leathers in such a way as to bene- 
fit materially the inter-promotional 
possibilities of three store departments, 
allied in leather color interest—shoes, 
gloves, handbags. It has been planned 
and sponsored by Department Store 
Economist with those aims in view. 

The five individual glove color names 
have been called “County Colors” and 
linked to Fulton County, New York, 
the center of America’s leather glove 
manufacturing industry. They are: 
Fulton Blue (a bright navy); Blue- 
berry (a purplish-blue); Redskin (Ja- 
ponica); Mohawk Tan (Sienna Rust) ; 
Cherry Valley Red (Red Burgundy). 
These colors are practical from every 
angle. They represent volume shoe 
colors for the first run of business up 
to Easter. They are practical colors 
for shoes, gloves and handbags, all 
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DATES TO REMEMBER 


National Shoe Fair, Hotel Stevens, 
Chicago, Ill.....January 3, 4, 5, 6, 1939 
28th Annual Convention, National 
Shee Travelers Association, Hotel 
Morrison, Chicago, IIl. 
January 6, 7, 1939 
Michigan Annual Shoe Fair, Hotel 
Statler, Detroit, Mich 
January 8, 9, 10, 1939 
Northwestern Shoe Retailers Associa- 
tion, Annual Convention, Hotel St. 
Paul, St. Paul, Minn. 
January 8, 9, 10, 1939 
Charlotte Shoe Fair, Hotels Charlotte 
and Selwyn, Charlotte, N. C. 
January 8, 9, 10, 1939 
17th Annual Boston Shoe Show and 
Convention, Hotel Statler, Boston, 
January 9, 10, 11, 1939 
Joint Convention, Southwestern Shoe 
Travelers Association and Texas- 
Oklahoma Shoe Retailers’ Associa- 
tion, Gunter Hotel, San Antonio, 
January 15, 16, 17, 18, 1939 
16th Annual Shoe Buyers’ Week, In- 
diana Shoe Travelers Association, 
Claypool Hotel, Indianapolis, Ind. 
January 15, 16, 17, 1939 
Southern Shoe Exposition, E. A. Rich- 
ardson, Manager, Tutwiler Hotel, 
Birmingham, Ala. 
January 15, 16, 17, 1939 
Middle Atlantic Shoe Retailers Asso- 
ciation, 25th Annual Convention and 
Exhibition, Lord Baltimore Hotel, 
Baltimore, Md. 
February 12, 13, 14, 1939 
Annual Convention, Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, IIl. 
May 21, 22, 1939 
Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
Iowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
June 11, 12, 13, 1939 
Annual Convention, California Shove 
Retailers Association, Hotel Bilt- 
more, Los Angeles, Calif. 
June 12, 13, 14, 1939 


MRS. DAY'S 


FLEXIBLE Wa/king 
SHOES 


Mrs. Day’s “IDEAL” 


These are little shoes, but they carry 
the biggest name in the baby shoe 
business — "Mrs. Day's Ideal." The 
reputation of this name is known to 
mothers of two generations and is 
a prime asset to the many far- 
sighted children's shoe retailers who 
use Ideal Flexible Hard soles (3-8) 


as their juvenile foundation line. 


MRS. DAY'S 
IDEAL BABY SHOE Co. 
DANVERS, MASS. 








three, and have fashion authority as 
volume shades. 

The four accent colors for gloves, 
particularly for suédes, to be worn with 
black patent leather shoes and dark 
costumes in early Spring, are: Fuchsia, 
Teal, Gold and Blonde Tobacco (Cara- 
mel). 

The handbag color names are the 
same as the shoe color names. Lead- 
ing glove and handbag manufacturers 
and tanners, a retailer noted in the field 
of color and Miss Ruth Kerr, style an- 
alyst for the Calf Tanners’ Associa- 
tion, have al! contributed their ideas to 
the selection of these colors. 

The “COUNTRY COLORS” cards 
(or folders) with all colors shown in 
the actual leathers, are available at the 
office of Department Store Economist, 
239 West 39th Street, New York. The 
price of the card is $1.00, or, in lots of 
ten cards or more, 75 cents each. 


Dunn with Gaffney-Sulkis 
Boston, Mass.—Joseph Dunn, who 

has had several years of experience in 

the shoe trade both as buyer and sales- 





man, has joined the sales staff of the 
Gaffney-Sulkis Shoe Co., 76 Lincoln 
Street, Boston. His first assignment 
will be to contact buyers at the Na- 
tional Shoe Fair in Chicago, after 
which he will take to the road, selling 
the volume trade between Boston and 
Chicago. This new position is in the 
nature of a homecoming, since for four 
years Mr. Dunn held a similar job with 
this same company. Following that he 
became buyer for the Books Shoe Com- 
pany, chain store operators, located in 
Pittsburgh, Pa. Now, with the knowl- 
edge acquired in both buying and sell- 
ing, he will be better able to service his 
accounts. 


Shoe Manufacturer Heads 
Chamber of Commerce 


PORTSMOUTH, OHIO.—A. Graves Wil- 
liams, president of the Williams Mfg. 
Co., manufacturers of women’s foot- 
wear, Portsmouth, Ohio, was elected 
president of the Ohio Chamber of Com- 
merce at a meeting of the board of 
directors held in Columbus, Dec. 9. 

Mr. Williams takes office immediately 
and, in an address of acceptance, 
pledged himself, the board, and the 
membership of the association to the 
service of the people of Ohio through 
the Ohio chamber. He pledged also his 
efforts to make a continued success of 
the “Forward Ohio” program. 
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Southwestern Show Committee 
Plans for Large Gathering 


San Antonio, Tex.—Perfected plans to royally en- 
tertain a large gathering of shoe men and their wives 
at “America’s Second Largest Shoe Fair” have been 
released by Sid Katz, General Chairman; E. C. Mc- 
Neill, Program Committee Chairman and J. B. Palmer, 
Entertainment Committee Chairman, through W. Ralph 
Watson, Director of Publicity. 

The Southwestern Shoe Travelers Association will 
hold a pre-convention meeting at the Gunter Hotel, 
Saturday afternoon, Jan. 14. The Texas-Oklahoma Shoe 
Retailers Association will hold their directors meeting 
Sunday, Jan. 15, at 3 P.M., also in the headquarters 
hotel, The Gunter. 

Lee Langston, executive vice-president of the N.S.R.A. 
and Paul C. Kelly, vice-president of the American Re- 
tail Federation, are the speakers for the Monday 
luncheon. 

Tuesday’s luncheon will be presided over by W. T. 
Stephenson of the Shoe Travelers and the speakers will 
be Ethel Holland, fashion editor of Woman’s Home 
Companion, and Rhea Nichols, fashion authority for 
the Allied Kid Company. A dinner dance will be held 
Tuesday evening at the Gunter Hotel. 

After Wednesday’s final business sessions, a special 
trip to Monterrey, down in Old Mexico, has been ar- 
ranged for all who attend the convention. 

A bid to all wives to attend the convention is being 
personally made by J. M. Watson, Advisory Chairman 
and self-appointed “special escort” to all the ladies. 

Reservations from a goodly number of shoe travelers 
of nearly every representative line in the country, as- 
sures visiting shoe buyers of a most complete selection 
of new Spring shoes. Many of the shoes shown will 
be especially designed for the great Southwestern 
market. 


Novel Display in Evening Shoe 
Promotion 

OAKLAND, Ca.ir.—Clever demonstration of unusual 
tie-ins was used by the Allen Shoe Co., in their new 
store here, recently. 

Shoes displayed were party lines in wine, gold and 
fancy colors. 

Parties suggest pleasing drinks—wines. Thus, wine 
glasses, two feet high, were used as pedestals for the 
shoes. 

The “glasses,” made of clear cellophane, were more 
than one foot in diameter at the top, and were sup- 
ported by slender nichrome rods cleverly affixed 
through the bottom, and kept erect by lathed pieces of 
wood, silver colored. The circular bases were in exact 
proportions to length of stem and size of bowl. 

On the rear of each platform were cut-out forms of 
young ladies with painted features, garbed in party 
attire. Dresses were real formals of silks and other 
fabrics, complete to the smallest detail. 
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The HOME OF 
Chicago Shoe 


Travelers Association 


Display Rooms 
$4.00 to $7.00 


Guest Rooms 


$3.00 to $6.00 


All rooms are equipped with bath, 
servidor and circulating ice water. 


MR. SHOE MANUFACTURER 


Two entire floors are used for 
monthly shoe displays. 


LEONARD HICKS 
managing director 


LARRY BELL 


convention manager 


MORRISON HOTEL 


CHICAGO 























Dancing Shoes and Taps 


PLEXIBLE TAP DANCING SHOES 


IN-STOCK 


Women's {4 


i a 
Owens Suoe Co. 





Dayton Retailers Celebrate 
“Founders’ Day” 


DAYTON, OHI0—Honored by more 
than 50 friends, P. J. (Pete) Myer and 
John Schoenhals, Sr., surviving charter 
members of the Dayton Shoe Retailers 
Club, received plaudits not only from 
their “rieighbors,” but congratulatory 
messages from various parts of the 
United States during the Founders’ 
Day program staged Dec. 14 in the 
Miami Hotel, here. 

It was disclosed that “Pete,” as he is 
affectionately called by his host of 
friends, conceived the idea of organiz- 
ing the Dayton Shoe Retailers Club 
back in 1901. He and Schoenhals ar- 
ranged for the first meeting when 
“Competitors had to be introduced to 
each other.” Later, these far-sighted 
men were instrumental in the organiza- 
tion of the Ohio State Shoe Retailers 
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Dallas Store Remodels Shoe Department 


Dallas, Tex—A. Harris & Company, Dallas department store, has just finished 
remodeling its shoe department. The changes increase the seating capacity and make 
space for 1,000 additional pairs of shoes. This department is managed by W. D. Owen 
The department has enjoyed a steady growth during the last three years. Originally 
one featured line was stocked, but several additional lines have been put in over the 
last two years. 
Grand Rapids Fixture Company designed and installed the new fixtures, which are 
made of Primavera wood. A prominent feature is the use of shadow-box displays, 
indirectly lighted. Oak chairs upholstered in blue leather are used. 





Association, a forerunner of the Na- 
tional Shoe Retailers Association. 

Harry E. Fontius of Denver, Colo., 
president of the national organization, 
wired his congratulations, as did L. E. 
Langston of New York City, executive 
vice-president of the National Shoe Re- 
tailers Association. 

Telegrams were also read from N. B. 
Griffin of the Selby Shoe Company; 
William E. Large, Hubbard Shoe Com- 
pany; W. G. Moeller, U. S. Rubber 
Products, Inc.; J. A. Warrender, P. B. 
Jamison and Ike Gutenstein. 

A huge birthday cake, the gift of the 
Miami Hotel, was cut by the two men 
and those present were served a piece. 

Paul W. Crawford, president of the 
Dayton Shoe Retailers Club, acted as 
master of ceremonies. Myer and Schoen- 
hals both related interesting anecdotes 
regarding the formation of the first 
shoe retailers club in the United States. 

Charles H. Reiling, executive vice- 
president and general manager of El- 
der & Johnston Company, also president 
of the Dayton Better Business Bureau, 
and Emmett J. Jackson, secretary of 
the Dayton Better Business Bureau, 
were the guest speakers. 

Among visitors introduced were: Lee 
Rust, U. S. Rubber Products, Inc.; Fred 
Muething, Ideal Shoe Manufacturing 
Company, and George Brandt. 

The next meeting of the club will be 
held Jan. 11. All shoe men throughout 
the Miami Valley, as well as traveling 
men in the territory at the time, are in- 
vited to attend. 


Delman Factory Moving 


New Yorx.—Herman Delman an- 
nounces the removal of his factory now 


located at 304 East 45th Street to the 
Standard Statistics Building at 345 
Hudson Street. 

Delman, Inc., will be in their new 
factory on or before Feb. ist, occupy- 
ing the tenth floor and utilizing 32,000 
sq. ft. The new factory will be the last 
word as far as modern equipment goes. 
Every effort is being made to make it 
a model shoe factory with the latest 
equipment and machinery and with 
such facilities for the workers as 
shower baths and even music piped in 
over wires for the men to listen to 
while working. The factory is supplied 
with windows on all sides and has two 
large terraces which will allow for two 
gardens. Besides executive offices, pro- 
vision has been made for two beautiful 
show rooms. 


What’s in a Name? 


Much more, apparently, than the 
average person realizes, even if he hap- 
pens to be the owner of the name. For 
example: 

Recently a woman in Perth, Ontario, 
Canada, wanted some _ information 
about Tango Pumps and remembering 
that they were made in St. Louis, wrote 
a letter to the manufacturer, address- 
ing the envelope simply to “Tango 
Pumps, St. Louis, Mo., U.S. A.” The 
letter was promptly delivered to Brauer 
Brothers Shoe Co., in that city, much to 
the satisfaction of Mr. Brauer, who re- 
garded the incident as evidence that 
this particular trade name was familiar 
not only to shoe people, and to the 
women who buy shoes, but also s0 
closely associated with the name of the 
maker that the postoffice experienced 
no difficulty in delivering the letter. 
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New Edition Now Ready 
1939 
Directory of 
Shoe Manusacturers 


¢ Ay 


$2. 00 3 PAID 
ORDER TODAY 
AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 
Tel. Liberty 0190-0520 


BOSTON, MASS. 








Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
Samples on Request 
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FRED LEIGHTON 


129 Fifth Ave. New York, N. Y. 


For the Real Native 


Mexican Huaraches 








No. 700—Low heels for men and women. (full sizes 
3 to 12) in Natural Rawhide or White. 

Also with Cuban heel (3 to 8, including 

half sizes) in White, Blue or Natural 

i $19.20 dozen pair 

No. 710—In Natural Rawhide or Natural and Brown 
for men only (full sizes 6 to 12, inclu- 

sive) $19.20 dozen pair 





MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 




















No. 770—(Not illustrated) Open toe, 
3 to 8, 
Rawhide or pure White 


F.0.B. our New York Warehouse 


Cuban heel 


including half sizes) in Natural 


$19.20 dozen pair 








November Production 
Gains Over 1937 


New York.—Shoe production in No- 
vember is estimated by the Tanners’ 
Council of America as 27,500,000 pairs. 
Declining somewhat less than season- 
ally from October levels, November pro- 
duction was higher than a year ago, 
when 21,290,000 pairs were turned out, 
by 29.2 per cent. The decline for year 
to date from 1937 was further reduced. 
Production for the first 11 months of 
1988 was approximately 355,851,000 
pairs, in comparison with 390,922,000 
pairs a year ago, or a reduction of 9.1 
per cent. At the end of the first half 
of 1938, the decline from last year had 
reached 21.4 per cent. 

Based upon preliminary production 
schedules for December it is estimated 
that shoe production for the whole of 
1938 will reach approximately 379,851,- 
000 pairs. This would be only 8.5 per 
cent under the record output of 1936. 

According to the Tanners’ Council, 
increased shoe production has merely 
kept pace with the volume of shoes 
moving at retail. During November, 
physical volume of shoe sales is esti- 
mated to have been at least equal to a 
year ago, while in October sales had 
been only 2.7 per cent under the same 
month of 1937. Based upon these esti- 
mates of retail sales, shoe inventories 
have remained moderate in recent 
months. 


Lake in Charge 
Of Production 


St. Louis, Mo.—W. L. Collins, presi- 
dent of Hamilton-Brown Shoe Com- 
pany, recently announced the appoint- 
ment of John Lake as general superin- 
tendent in charge of production. Mr. 


Lake began his shoemaking career with 
the Boyd-Welsh Shoe Company where 
he rose from the bottom through all 
departments of their factory to the po- 
sition of superintendent over a period 
of 14 years. From there he joined the 
Pedigo-Lake Shoe Company where he 
had charge of production, and after 
five years he became associated with the 
Florsheim Shoe Company where for 


three and one half years he had charge 
of their women’s factory. 


New Agent for Darex Products 


CAMBRIDGE, Mass.—The Dewey and 
Almy Chemical Company have an- 
nounced the appointment of Griess, 
Pfleger & Co., Inc., of Cincinnati, as 
exclusive agents for their Darex shoe 
products in the Ohio Valley territory. 

This tie-up rounds out the line of 
shoemaking materials being handled by 
the Griess, Pfleger company, and also 
joins this 50-year-old pioneer in the 
Ohio Valley shoe trade to a company 
that has been a pioneer in its own line 
of manufacturing and merchandising 
Latex products. 


Rowe Purchases 


Compton Store 


SAN BERNARDINO, CALIF.—A. 8. Rowe 
has recently bought out the Compton 
Shoe Store in this city and will operate 
under the original name. This business 
has been sold and all efforts will be 
devoted in building up the family shoe 
trade in the new store which is located 
at 839 E Street. Well known lines of 
branded shoes are being stocked for 
men, women and children. 

For the past five years, Mr. Rowe has 
owned and operated the men’s shoe 
department in the Harris Department 
Store. 
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Marott Celebrates 
80th Birthday 


INDIANAPOLIS, IND.— Friends and 
well-wishers dropped into the office of 
George J. Marott, owner and operator 
of Marott’s Shoe Store, recently to con- 
gratulate the pioneer shoe man on his 
80th birthday. 

Head of one of the largest shoe stores 
in the nation, Mr. Marott spent the 
day with his usual round of work, and 
indicated that there was to be no formal 
dinner or special celebration. The only 
special plan made was the Marott din- 
ner, strictly private, and on the special 
menu one of Mr. Marott’s favorite 
Yorkshire puddings. 

To a group of 60-year old juniors, 
Mr. Marott related some of his early 
experiences and hardships. He believes 
it would be impossible for him to do 
now, what he did when he founded his 
shoe store in 1884 on $168 that he 
saved, and $168.25 that he borrowed. 

“Big capital is necessary to found a 
business today. Business is more cen- 
tralized and competition is keener,” he 
stated. 
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Weyand Shoe Co. Reorganizes 


Sr. Louis, Mo.—Recent reorganiza- 
tion of the Weyand Shoe Company, 
Jacksonville, Illinois, brings back into 
the shoe manufacturing industry of 
the Midwest a familiar name—Edward 
Tilt, who has purchased a sizable in- 
terest in this concern and has become 
vice-president and general manager. 


JOSEPH R. WEYAND 


For 23 years, Mr. Tilt was associated 
with the International Shoe Company 
as superintendent of one of their plants. 


EDWARD TILT 


His father, David Tilt who died last 
May after 10 years in retirement, was 
also a superintendent for International 
for a period of eight years, and prior 
to that was associated with a brother 
in the old J. E. Tilt Shoe Company of 
Chicago. Thus Ed Tilt brings to the 
Weyand Shoe Company a rich back- 
ground of experience in shoes. During 


the past three years, he has been in 
the shoe pattern business, having been 
one of the original organizers in 1935 of 
the Browne-Tilt Corporation of St. 
Louis. 

Joe Weyand, who organized the Wey- 
and Shoe Company nine years ago will 
continue to serve as president. In ad- 
dition, he will have charge of sales. 

Another new addition to the organi- 
zation is J. (Jimmy) C. Cowan. Mr. 
Cowan will style the line as well as 
contact the trade. The factory at Jack- 
sonville, having been thoroughly mod- 
ernized, is well into production on 
Spring shoes. 


Compo Celebrates 
10th Anniversary 


[CONTINUED FROM PAGE 48] 


things hum, but the need soon de- 
veloped for someone to handle the work 
of organization and finance. Such a 
man was found in the person of Joseph 
B. Schwarez. Mr. Schwarcz, with un- 
usual competence and with the cooper- 
ation of the original partners, finally 
got things rolling and the company well 
on its way to success—in fact, it had 
arrived at success when it suffered its 
first and only major loss in Mr. 
Schwarez’s death His position was 
filled, however, by another man of 
sterling quality — a vigorous, sane- 
minded executive, Leo P. Nemzek, 
whose many years of successful ex- 
perience with the duPont Company 
equipped him admirably to serve as 
treasurer and general manager of the 
Compo Corporation. 

The company began business with 
but one machine, the Compo Conveyor, 
as used in the Bresnahan Shoe factory. 
Though made in different sizes today, 
the standard type of conveyor has 
forty-eight of the Compo jacks on an 
endless belt, and the speed of operation 
is synchronized accurately to the dry- 
ing properties of the cement. Over five 
hundred of these machines have been 
built and installed in shoe factories. 
Although Compo’s chief interest has al- 
ways been in the development and pro- 
motion of the cemented shoe, it has de- 
veloped in its mechanical department a 
score or more of other machines with 
various uses. Other shoemaking proc- 
esses have been developed from the 
original Compo Conveyor. 

Originally concerned with women’s 
shoes only, the Compo technique is now 
applied in the manufacture of shoes for 
men, women, and children. The com- 
pany’s activities and desire to be of real 
service to the industry have led to the 
establishment of branch offices in all 
the large shoe manufacturing centers. 
In many large plants Compo service 
men are regarded as part of the regular 
staff, and when a new licensee is added 
to the list, a thoroughly trained and ex- 
perienced technician goes right along 
with the conveyors to see that they are 
properly installed and their operation 

[TURN TO PAGE 67, PLEASE] 
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New Shoe Company Organized in St. Louis 


Officers of the newly-formed Hamilton & Walsh Shoe Company, St, Louis, Mo., are, left to right: C. D. P. Hamilton, 
Jr., president; John Walsh, vice-president; C. D. P. Hamilton III, treasurer, and A. J. Scheu, Jr., sales manager 


St. Louis, Mo.—St. Louis has an- 
other new shoe manufacturer — the 
Hamilton & Walsh Shoe Company with 
factory and headquarters at 4251 For- 
est Park Boulevard. The officers are 
Cc. D. P. Hamilton, Jr., president; 
John Walsh, vice-president; C. D. P. 
Hamilton, III, treasurer; Robert H. 
Charles, secretary. These, with C. D. P. 
Hamilton, Sr., and A. J. Scheu, Jr., will 
constitute the board of directors. 

The names of Hamilton and Walsh 
have been associated with the shoe in- 
dustry in St. Louis for many years. 
Cc. D. P. Hamilton came to St Louis 
with Roberts, Johnson & Rand at the 
time that firm moved up from Memphis 
in order to avoid the yellow fever epi- 
demic. He had an active part in its 
growth and after Roberts, Johnson & 
Rand became a branch of International, 
Mr. Hamilton continued as a prominent 
figure in the affairs of the latter com- 
pany. He retired from active business 
ten years ago. Now 88 years old, Mr. 


Hamilton has lived to see his son as 
well as his grandson carry on the shoe 
tradition of his family. 

C. D. P. Hamilton, Jr., was formerly 
head of the Tobin-Hamilton Leather 
Co., St. Louis. In addition to serving 
as president of Hamilton & Walsh he 
will continue as president of the St. 
Louis Arena Corp. 

C. D. P. Hamilton, III, steps into the 
shoe business fresh from college. He is 
a graduate of Yale University and of 
Harvard Business College. He brings 
to the St. Louis shoe industry that en- 
thusiastic spirit of youth supported by 
a fine heritage of shoe experience. 

John Walsh is one of the industry’s 
bright lights in styling women’s shoes. 
His rise from a stock boy in the Milius 
factory 10 years ago, up through their 
Style Department, then to Hamilton- 
Brown as director of styling, into busi- 
ness for himself as vice-president of 
Jones & Walsh, and now into the newly 
formed Hamilton & Walsh Shoe Com- 


pany—can be considered little short of 
meteoric. 

Al Scheu has been appointed sales 
manager of Hamilton & Walsh. Mr. 
Scheu was with the Johnson, Stephens 
& Shinkle Shoe Company for 13 years. 
During that time, he spent six years 
traveling on the road, then was called 
into headquarters where he moved from 
merchandising stock shoes to the Ad- 
vertising Department; and for his last 
four years, had charge of styling. Mr. 
Scheu is well known throughout the 
shoe trade. 

Hamilton & Walsh will produce a line 
of extremely high-style women’s shoes, 
Sbicca construction, in a grade to retail 
at $6.50. Their factory has been 
equipped for a capacity of 2400 pairs 
per day. Rodolphe Riviere is general 
superintendent. The first line of 
samples is to be shown at the National 
Shoe Fair, Stevens Hotel, Rooms 861- 
852. 





Van Raalte Opens New Offices 


New YorK.—At a_ recent house 
warming to the trade and the fashion 
press the Van Raalte Company, hosiery 
manufacturers, opened its new offices at 
417 Fifth Avenue, New York. 

An outstanding job has been done for 
the company by Eleanor Lemaire, 
whose designs have provided practical 
and comfortable working accommoda- 
tions in a beautiful and gracious atmos- 
phere. Air-conditioning and the most 
modern lighting equipment add to the 
general comfort. The original displays 
throughout, set up by Helen Cole, add 
a charming lightness and gaiety in 
keeping with the merchandise pre- 
sented. A concise, graphic presentation 
of the profits made by stores featuring 
Van Raalte products has been provided 
by Amos Parrish & Company. 

The Van Raalte Company—which, 


incidentally, is celebrating its twenty- 
first birthday—operates seven mills 
manufacturing women’s silk stockings, 
gloves, underwear and laces. 


Tanner Features New Grain 


Boston, Mass.—The John R. Evans 
Company is featuring to the shoe trade 
a new grain under the trade name of 
“Sealee.” This is the latest develop- 
ment emanating from their plant in 
Newark, New Jersey, which is devoted 
exclusively to the tanning of grained 
kid or goat leathers. 

This is a new member of the family 
of grains. The others are Brogandi, 
Broadtail, Caracul, Bokhara, Tartar- 
kid, Morocanna, and Pig. This type 
leather is made on raw material par- 
ticularly adaptable for grained leath- 
ers. 

The new grain is a very soft, glovey 


leather of distinct character which is 
outstanding for shoes made with or 
without elasticizing. It is produced in 
a great range of colors, including the 
seasonal pastels. 

This business has developed in a 
period of two years into a substantial 
part of the Evans’ production. 


New Family Shoe Stores 


Detroit, MicH.—Two new _ shoe 
stores have been opened recently in the 
outlying neighborhoods of Detroit, one 
at 9808 Jos. Campu Avenue, Ham- 
tramck, known as the Shoe Market, 
and the R. & S. Shoe Company, at 
5407 Michigan Avenue. These are 
family shoe stores at popular prices. 
W. Day is manager of the Michigan 
Avenue store. Schiff & Co., of Colum- 
bus, Ohio, operates both stores. 
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CASH PRIZES 


FOR WRITING 
A SHORT LETTER 


Prizes for the best letters are: 


First Prize........$25.00 
Second Prize...... .10.00 
Third Prize.........5.00 


Five Prizes of $2.00 each 


VERYONE who sells shoes at 
retail has his own thoughts as 
to what the ideal Foot Measuring 
Device should do. These thoughts 
expressed in a letter to us may win 
0 -er ena. ol the ether cosh ilnes 
to be awarded. Every man or woman 
in the retail shoe business (employee 
or employer) is eligible to enter this 
contest. 


Here's the Subject ————, 
"What Features or Character- 


istics Should the Ideal Foot Meo- 
sure Possess and Why?" 














Write your letter in as few words as 
possible. Writing ability and grammar 
will not count. Your ideas based on 
shoe fitting experience are what we 
want. 


RULES: 


1. Letters must relate to the subject: 
"What Features or Characteristics should 
the Ideal Foot Measure Possess and 
Why?" 

2. Your letter should be as brief as pos- 
sible but you are not limited to the num- 
ber of words you may use. 

3. All letters must be mailed on or before 
January 21, 1939, to Charles Henry 
Brown & Son, Inc., 47 West 34th Street, 
New York City. 

4. Every letter must be written on the let- 
terhead of the store in which the con- 
testant is employed. 

5. Do not go into detailed structural de- 
scription. Do not submit diagrams. 

6. ae will be judged by a committee 

of persons well een in the shoe field. 
Their decision will be final. 

7. All letters submitted become the prop- 

erty of Charles Henry Brown & Son, Inc. 


8. Announcement of winners will be made 
as soon as possible following the closing 
date of the contest. 


It’s easy. It will take only a few 
minutes. So get busy! Sit down 
now and write your letter. Mail 
it as soon as possible. Your let- 
ter may win you one of the cash 
prizes. 


CHARLES HENRY BROWN 
Ae) LS 








What’s New 


New Simplified 
Welt Construction 








The new ACRO-BALANCE feature, 
which is being used in Acrobat and Bal- 
ancer shoes, is a simplified welt con- 
struction without channel gutters. The 
resilient filler shown in the illustration 
stays flat and in place—cannot get 
lumpy or work loose. It assures a per- 
manently smooth shock-absorbing insole 
that stays put for the life of the shoe. 

The ACRO-BALANCE construction 
increases flexibility, and the softness of 
the resilient layer equalizes pressure, 
thus providing an even tread and 
longer wear on the sole. This feature 
has special merit in children’s shoes, as 
it assists in preventing pronation, by 
causing the child to walk with the toes 
straight ahead at all times. 

Two brothers, F. M. Gilkerson and 
P. H. Gilkerson, have organized the 
20th Century Shoe Corporation at Fari- 
bault, Minn., and have reserved the 
juvenile rights for this process exclu- 
sively for Acrobat and Balancer shoes. 


Specializes on Shoe Displays 
New York.—The Sign Craft Studios, 


with an enlarged staff of highly spe- 
cialized men, are concentrating on the 
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design and production of shoe displays. 
The new trend of their work is in the 
dramatic presentation of merchandise 
so that impulse buying is accelerated. 

It is a known factor that everyone 
is interested in a story and it is their 
techhique to make each display catch 
the passing crowd, make them stop, 
hold their interest, and arouse in them 
the desire to buy. 

The Sign Craft Studios have devel- 
oped this idea to a point of proven 
satisfaction with tested displays in New 
York and vicinity. 





Program Set for Boston Show 


Boston, Mass.—Final preparations 
are being made to take care of the 
vast number of buyers and exhibitors 
who are coming to the 17th Annual 
Boston Shoe Show, which will be held 
Jan. 9, 10 and 11, 1939 at the Hotel 
Statler. Not only will four floors be 
filled with exhibitors, but working and 
still exhibits will be on view on the 
mezzanine. Good buying of Spring 
lines is anticipated. 

One of the highlights of the show 
will be the annual meeting of the Bos- 
ton Retail Shoe Guild on Tuesday, 
January 10th, at 10.00 A. M., on the 
mezzanine floor of the Hotel Statler. 
The membership of the Guild is com- 
posed of well-known retailers in Boston 
and New England. The meeting will be 
called to order by Roger Curtis, Curtis 
Shoe Co., secretary-treasurer of the 
Guild, who will turn the meeting over 
to Philip Bayes of Solby-Bayes Co., 
president of the Boston Retail Shoe 
Guild. Mr. Bayes will introduce Horace 
T. Cahill, Lieut.-Gov. of Massachusetts, 
who will welcome the members and vis- 
itors. This will be followed by a pro- 
gram of speakers on subjects interest- 
ing to the retail shoe dealers present. 

Among the speakers will be the fol- 
lowing: 





Store Features Functional Displays 






















Sever. 


Denver, Colo.—A. H. Hamilton’s Dr. A. Reed Cushion Shoe Store here, recently 
functional displays its 










The children’s window on the 


in windows. 
the background of the child on the swing. The 
has an added punch because of the backdrop of 
man and two horses. 
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William B. Green, Jordan Marsh Co. 
Subject: “The Retailers’ Problem.” 

Arthur J. Chase, Vulcan Corpora- 
tion. Subject: “Lasts for the Modern 
Shoe.” 

Daniel Bloomfield, Manager Retail 
Trade Board, Boston Chamber of Com- 
merce. Subject: “The Vicious Sales 
Tax Bill.” 

Kenneth Beckman, Manager Boston 
Better Business Bureau. Subject: “Re- 
tail Advertising.” 

Talk by a prominent stylist. Sub- 
ject: “Women’s Shoe Styles and Colors 
for 1939.” 

Fred L. Ayers, Brown Company. 
Subject: “Shoemaking of Tomorrow.” 
R. J. Newton, Hovey’s. Subject: “The 
Boston Retail Shoe Guild.” 

Shoe retailers throughout New En- 
gland have been invited to attend the 
meeting. 


Keith Sales Increased 
Since October Ist 


Brockton, Mass.—In his annual re- 
port to the stockholders of the Geo. E 
Keith Company and subsidiaries, Presi- 
dent Harold C. Keith announces that 
since August, 1938, the company has 
seen a definite improvement in its busi- 
ness and that prospects for 1939 ap- 
pear to be favorable. “Our organization 
is working together with new enthusi- 
asm,” adds Mr. Keith, “and I believe, 
given the reasonable improvement in 
business predicted by all economists, we 
ean show a decided gain in operating 
results the coming year. We pledge our 
best efforts to this end.” Elsewhere in 
his report, Mr Keith says: 

“The consolidated sales of the com- 
pany were $7,760,000, a decrease of 
$940,000, as compared with the pre- 
vious year. Our ratio of current assets 
to current liabilities was 3.9 to 1. Our 
cash was slightly in excess of one year 
ago and we owed our banks at the close 
of the fiscal year $400,000, the same 
amount as we owed the banks one year 
ago. 
“In June we opened a new unit for 
the manufacture of a new line of 
women’s shoes to sell at $6.50. During 
the period from June to the end of the 
run in October, 73,000 pairs of these 
new shoes were manufactured. For the 
coming season, we have broadened this 
line and for the first eight weeks, be- 
ginning October 10, we have sold 46,- 
000 pairs. 

“Our total sales on all lines for the 
first eight weeks, beginning October 10, 
are 39 per cent ahead of a year ago. 
We, therefore, have every reason to be 
confident of a substantial increase in 
sales for the coming year. 

“We regret to state that, because of 
the recession of business that prevailed 
during the year, the surplus of the 
company decreased $337,000. This was 
accounted for by depreciation on plant 
and equipment and inventory of $246,- 
000, and further operating losses, less 
profit through sinking fund operations, 
of $91,000. 

“On account of the unsatisfactory re- 


sults of the year and the fact that the 
future is not yet clear, our directors 
did not consider it prudent to take any 
action on dividends. 

“A substantial part of our loss was 
suffered in the stores and departments 
operated by the company, due to the 
fact that retail sales have been off 
throughout the country for an extended 
period. Several unprofitable units have 
been closed or will be closed the coming 
year. Improvements and changes have 
been made in some of the better stores 
and several air-conditioned. New 
stores have been opened in London, 
England, and Philadelphia; and on 
March 1 a new and finer store will be 
opened on Fifth Avenue, New York 
City, at, we are glad to say, a lower 
rental. 

“We regret to announce the resigna- 
tions in October of Mr. James P. Keith, 
treasurer and director, and Mr. George 
E. Keith, sales manager and director. 
Both of these gentlemen made im- 
portant contributions to the success of 
the company, especially during the try- 
ing years of depression. 

“In view of the two vacancies on the 
board, it seems an opportune time to 
bring into the business as directors’ men 
with broad, outside viewpoints whose 
advice, especially along the lines of 
merchandising and purchasing policies, 
would be valuable. We are very pleased 
to announce, therefore, that the follow- 
ing two gentlemen have consented to 
stand for election as directors at the 
annual meeting of the company on 
Tuesday, Jan. 3, 1939: 

“General Robert E. Wood, president 
of Sears, Roebuck & Company; director, 
United Fruit Company, Illinois Central 
Railway, and many other important 
companies. General Wood was formerly 
Quartermaster General of the United 
States Army. 

“Mr. H. Wendell Endicott, who pre- 
vious to his retirement in 1922 was 
vice-president of Endicott-Johnson Cor- 
poration; and at the present time is a 
director of R. H. Macy & Company and 
Sears, Roebuck & Company.” 


Sparkle and Detail in 
Evening Sandals 


MIAMI, Fia.—Platforms, pleated 
vamps and gored straps are reaching 
for stardom in the new cast of evening 
sandals parading across Miami dance 
floors in the early season parties. These 
three features are all being highlighted 
and are offered in the whole price 
range, from the inexpensive chain store 
shoe to the most exclusive salons. There 
appears to be very much more detail 
to the evening slipper this season. 
Straps are of varying widths; vamps, 
when not pleated, carry much detail in 
contrast, and jeweled buckles are be- 
ing used freely on ankle straps and 
vamps. Silver and gold kid are pop- 
ular. White satin is another favorite. 
Very fine pleats form the vamp, and 
some of the best models have a shirred 
band for the heel strap. 








= YOUR LOSS WHEN CUS- 
TOMERS PUT OFF BUYING 
NEW SHOES, simply because they 
have to walk those dreaded “break- 
ing-in-miles.” Save customers from 
this ordeal and increase your busi- 
ness. Now, for the first time, you can 
—with the PLIANTOR. 


The PLIANTOR “walks” the “break- 
ing-in-miles" for the customer. In a 
minute’s time, it subjects new shoes 
mechanically to the stresses and 
strains normally imposed by the 
human foot in walking, thereby im- 
parting old shoe comfort to new 
shoes without affecting their appear- 
ance in any way. 


The PLIANTOR speeds up sell- 
ing time and often clinches sales 
that might otherwise be lost for it 
dispels all doubt in the customer’s 
mind as to how new shoes will feel 
later on. Moreover, “PLIANTED” 
shoes stay sold because they stay 
comfortable from the first wearing. 


The PLIANTOR is an attractive 
fixture that you'll want to place in 
full view of your customers. Tests 
show that the PLIANTOR, used as 
an animated window display, stops 
three to four times more pedestrian 
traffic. Advertise it. Its appeal cap- 
tivates everyone. 


Send for further 
details on how the 
PLIANTOR me- 
chanically “walks” 
the “breaking-in- 
miles” for the cus- 
tomer and how 
this service plus 
can pay you real 
dividends. 
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Obituaries 


F. B. McCauley, Veteran 
Shoe Salesman, Dies 


PirtsBuRGH, Pa.—F. B. McCauley, of 
Punxsutawney, Pa., died suddenly at 
his home, Dec. 13, 1938. 
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DO YOU SHRINK SHOE 


wr iier, neat ? 


ALmost every shoe merchant 
must face the problem of hard-to-fit 
customers on whose feet even perfectly 
lasted shoes fit poorly. That’s why 
shoe ing is necessary in every 
modern shoe store. But unscientific 
methods and devices can burn shoes, 
shortening their durability and jeop- 
i the store’s g reputation. 
Shrink shoes the safe, scientific way 
that does not harm leather or fab- 
ric. Shoe Doctor Shrinkers used 
with the exclusive Shoe Doctor 
Shrinking Fluid enable you to ap- 
ply greater heat and shrink any sec- 
tion of the shoe to the required 
degree without harming the shoe— 
without leaving a mark. 
Shoe Doctor Shrinkers reach every 
out of the shoe, inside and outside. 
a Fluid acts as a safe- 
guar us you can correct gap- 
ping at the side, bulging around the 


top or slip at the heel; smooth 
out excess fullness or wrinkles — all 
without harm to the shoe. The re- 
sult is Fag loyal customers. 

Let Shoe Doctor Shrinking equip- 
ment turn hard-to-fit feet into a real 
money making part of your business. 





Room W614 
Jon. 9, 10, 11 


Curved type tron 


CHARLES HENRY BROWN 


— SON.INC 






















F. B. MeCAULEY 


Mr. McCauley traveled the highways 
and byways of Western Pennsylvania 
for the last 45 years and was a familiar 
and welcome visitor in every town and 
village on his territory. His life story 
is typical of the old-fashioned and 
rapidly disappearing shoe salesman. 

In 1890 Mr. McCauley accepted a 
position with the Laird Shoe Company 
of Pittsburgh, Pa., and after being as- 
sociated with that firm for several years 
was employed by Hemilwright’s of the 
same city. Being a salesman at heart, 
he accepted a position with Graff’s Sons 
of Philadelphia, and after their failure 
in 1900 he accepted a position with the 
L. P. Ross Company, of Rochester, 
N. Y., which he held until the firm was 
absorbed by the United States Rubber 
Company. 

At this time, Mr. McCauley’s ability 
as a salesman had traveled far and 
wide and he was asked to join the 
organization of Nathaniel Fisher and 
Sons, of New York City. After a term 
of years with this firm he was again 
recalled to the United States Rubber 
Company, Goodyear Glove Branch, with 
headquarters in Pittsburgh. Shortly 
after his release from this position he 
was accepted by the Hurd Shoe Com- 
pany, of Utica, N. Y. over his old ter- 
ritory. At the time of his death, Mr. 
McCauley had just returned from a 
sales meeting in Utica and was ready 





to take his Spring line out on the road. 
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Mr. McCauley was an active worker 
in The United Commercial Travelers 
Organization and his only hobbies were 
his work and his home. He had many 
friends and his counsel and farsighted- 
ness will be missed by many merchants 
over Western Pennsylvania. 

Mr. McCauley leaves his widow, May 
Snyder, whom he married in 1900, and 
one son, Dr. Lewis R. McCauley. Both 
his widow and son reside in Punxsu- 
tawney and were with him at the end. 

Funeral services were held at his 
home, Dec. 16, and the many friends 
who attended the services as well as 
the multitude of floral offerings were a 
sincere tribute to his memory. 


Irving E. Stacey 


Littte Fatus, N. Y.—lIrving E. 
Stacey, founder and president of the 
Little Falls Felt Shoe Company, died 
recently from a heart attack at his 
home on Waverly Place, this city. 

Mr. Stacey was born in Little Falls 
on April 22, 1864, his father being a 
native of Berne, Switzerland, and his 
mother having come to this country from 
Germany. He attended the old Little 
Falls academy during his earlier boy- 
hood, and started working at 14, clerk- 
ing in local stores and later entering 
the employ of Jacob Zoller, the largest 
dealer at that time in produce and 
cheese in that section. In 1889, Mr. 
Stacey went into business for himself 
as a home trade buyer, buying for the 
wholesale trade and shipping to all 
points and nearly every state in the 
Union. He then formed a partnership 
with his brother, the late Frank F. 
Stacey, organizing the Stacey Cheese 
Co., which was liquidated in 1914 when 
the building in which it was located was 
taken over by the Little Falls Felt Shoe 
Co. 

Mr. Stacey organized the Little Falls 
Felt Shoe Co. in 1905 and became its 
first president, a position which he held 
at the time of his death. Six additions 
of property have been made to the busi- 
ness since it started. Mr. Stacey al- 
ways took a personal interest in his 
employees, and he made it a point to 
walk through the factory every day he 
was in the city, so that he could ex- 
change a few friendly remarks with 
his workingmen. 

He was greatly interested in flowers 
and music as well as in travel. 

Mr. Stacey was a member of the 
Presbyterian Church and one of its 
trustees for many years. In addition, 
he was a member of the Royal Arca- 
num and was one of the organizers of 
the Mohawk Valley Country Club of 
which he was a former president. He 
helped in the organization of the Little 
Falls Chamber of Commerce, and 
served several terms as its first presi- 
dent. Mr. Stacey’s philanthropies are 
well-known in the Little Falls district, 
and he spent 20 years serving on city 
boards. 
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Kidskin Guild Picks 
Design Winners 


[CONTINUED FROM PAGE 21] 


tably harmonizes with the costume 
with which it will be worn. 

The winner of second prize, Howard 
Ketcham, is an outstanding color en- 
gineer of America. He is a pioneer in 
the promotion of color as a stimulation 
to sales through the subtle appeal to 
human subconscious reaction to specific 
colors. He has been acclaimed for his 
successful and unusual color applica- 
tions to a wide range of products— 
from bed springs to airplanes, from 
plastics to automobiles, and from 
dresses to his newest adventure in de- 
signing shoes. 

While associated with the E. I. du 
Pont de Nemours & Co. he conducted 
the first national survey to determine 
color preferences among the people who 
were prospects for the purchase of au- 
tomobiles. Approaching color problems 
from a scientific standpoint he was 
successful in reducing color selection to 
practically a mathematical basis. He 
also conducted the first survey for the 
National Retail Dry Goods Association 
to predetermine consumer preference 
for Spring and Summer suitings. This 
is his first venture into the field of shoe 
designing and considering his lack of 
experience the high quality of his two 
entrants is remarkable. 

Claire DeBacco, the third prize win- 
ner, is a leading shoe designer of St. 
Louis, having been employed for sev- 
eral years with the Browne Tilt Pat- 
tern Company. An art student all her 
life she chose shoe designing as a pro- 
fession because she saw great opportu- 
nities for herself in a shoe center the 
size of St. Louis. 

Fourth prize winner Jack C. Fish- 
man has been closely connected with 
the manufacture and design of shoes 
for 20 years. During his youth in 
Europe he received thorough training 
in making shoes by hand. Coming to 
America in 1922 his first job was as de- 
signer and model cutter with Kozack & 
McClaughlin in New York. In 1932 
after experience and training in many 
shoe factories he was encouraged by a 
number of shoe buyers to enter the 
pullover business and so today Mr. 
Fishman is in business for himself, cre- 
ating practical yet beautiful shoe styles 
for women. 

Curt Kliche, the winner of fifth prize, 
has brought with him to America a 
thorough European education in paint- 
ing and sculpture. As a 10-year-old boy 
during the war he made his first pair 
of shoes, because none were obtainable. 
At the age of 26 he was designer and 
foreman of a leading European shoe 
factory. Coming to America he is now 
successfully applying this understanding 
of good taste, beauty and proportion to 
the field of designing women’s shoes. 

The week following the meeting of 
the judges at the Waldorf-Astoria the 


[TURN TO PAGE 67, PLEASE] 


FBI Seeks Former Shoe Man 


New YorK.—The Federal Bureau of 
Investigation, United States Depart- 
ment of Justice, is endeavoring to lo- 
cate Irwin M. Gunther, alias Israel M. 
Gunther, who was indicted by a Fed- 
eral Grand Jury at Detroit, Mich., on 
June 1, 1928, for violation of the Na- 
tional Bankruptcy Act. The acts which 
culminated in his indictment are al- 
leged to have taken place while he was 
associated with the Hoosier Shoe Com- 
pany in Coldwater, Mich. 


IRWIN M. GUNTHER 


Gunther was previously engaged in 
the shoe industry in Chicago, Ill., and 
it is believed to be possible that he may 
be so engaged in some part of the 
United States. 

It is requested that any informa- 
tion regarding Irwin M. Gunther be 
promptly submitted to the nearest of- 
fice of the Federal Bureau of Investi- 
gation. 

A description of this individual is as 
follows: age, unknown (believed to be 
44 to 47 years); height, 5 feet 10 
inches; weight, 155 pounds; eyes, dark 
brown; hair, black, now possibly gray- 
ing; build, medium; teeth, good; scars, 
long horizontal scar across throat un- 
derneath chin; 3-inch vertical scar, 
center of forehead; nationality, Amer- 
ican; race, white; occupation, manu- 
facturer—shoe merchant, shoe sales- 
man, accountant; features, long face; 
sharp features; peculiarities, excep- 
tionally long, narrow fingers; suffers 
from hayfever; careful and guarded in 
his speech; well dressed; marital 
status, believed to be married; wife’s 
name unknown. 


Fire Damages Store 


Passaic, N. J.—Fire did more than 
$5,000 damage to stock and fixtures of 
Broder’s Shoes, Inc., 24 Lexington 
Avenue, this city. 


| 





ADD 


iO MFORT 
STYLE SHOES 


WITH 


GLIDE-O-MATICS 


FOR ONLY 
$400 


Retail 


It's 


é, 
> | ae 
. Oy sy romaric 
ADJUSTS AS 


i) ve natural 
walking motion. 


GLIDE-O- 
MATICS pro- 


| vide just enough 


support to sup- 
plement the av- 
erage shoe. 
They give a 
broader base on 
which to walk 
in addition to 
the PULSAT- 
ING META- 
TARSAL. 


GLIDE-O-MATICS 
are so light and adapt 
themselves so well to 
shoes that they add 
immeasurable com- 
fort without making 
heels slip—even in a 
24/8 heel opera pump. 


GLIDE-O-MATICS are special in- 
serts that give comfort to those in- 
numerable people who will not wear 
sensible shoes. They are not for 
cripples. They are not arch supports. 
Price—$7.20 per dozen. Free Dis- 
play. Send for the illustrated folder 
giving full information. 
ON DISPLAY AT BOSTON SHOE SHOW 
HOTEL STATLER, ROOM W614 
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SALESMEN WANTED 





SALESMEN WANTED 


POSITION WANTED 


























month. 








SALESMEN who contemplate making a change or adding to their 

present line will find our MEN’S and BOYS’ dress shoes 
just the thing. It’s in the two dollar retailer class, smartly styled, with sturdy con- 
struction. In reply state full details about yourself. Commission 5%—paid twice a 


Address 80, Care BOOT & SHOE RECORDER 
140 Federal St., Boston, Mass. 


EXECUTIVE 





CAPABLE SHOE 


Thoroughly exper 
& go-getter. Reta! experience in grade and 
priced . 





























TENNIS (sneakers) LINE — 
Popular, low priced, attractively styled— 
retmay ~ A to steady _traveling salesmen with 
rge 
had rubber. ‘footwear sales experience—com- 
mission 5 %—paid after acceptance of orders. 
Address Ne. 81, care BOOT & SHOE RECORDER, 
140 Federal St., Boston, Mass. 



















Pacific Coast representative for nationally 

Will, conside - ft —— a ~ 
© man also carrying lower grade 

men's line. Give full qualifications in first 

setter for interview in Chicago or Los 

Angeles. 

address No. 78, BOOT AND SHOE RECORDER, 

209 South State St., Chicago, Iii. 














, wg for Ohio, North and South Car 
Sina, and Georgia. In stock line of men's 
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WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will surplus entire stecks of shoes 
wom = jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 
106 Duane St. New York 








Phene WOrth 2-5377 and 5378 











st letter. ee Utica, 
&s for last two rs and two 
York, hoe Reorder, 235 West th Street, New a———<—--* HELP WANTED 











DELINE salesmen for men’s, women’s and 
S" children’s : Se* us at room 9034, 
Stevens Hotel during S Fair, or address 
Sensible Footwear Co., ur S. Sarah St., St. 
Louis, Mo. 


SALESMAN for Indiana and Ohio for well- 






















































s may be had 
with sencenttetiog line. Address No. 69, care 
Boot & S hoo Mecenées, 140 Federal St., Boston, 


Ng en ad ——_ 9 cover a rsbureh 
ania territory uding Pi 
by well koow 


ag ope ey 
selling popular geod Eee line ns Gia’ 
shoes, complete line carried yo 4 compensa- 
Son op comet Soe gee woe The 

man chosen must be well —- the 2 fae 
7 on the and own dress 
$82, Boot and Shoe ’ 239 Ww. 390k St., 


POSITION WANTED 


OUNG man, 32, by 12 realing—bu ledge of 
pd, - He & MY ie_—buing, oot. 
mming, jon, e 
fitting, store Lcceeaiiie th an to make con- 
nection with progressive firm in the East. Ad- 
$76, care Boot & Shoe Recorder, 239 
39th Street, New York, N. Y. 











dress 
West 





ETAIL Shoe Salesman, age 25 to 35, with 
at least five years’ Women’s High Grade 
Shoe fitting experience—In reply state national- 
ity, education, experience, and enclose snap: 
—Will be at Palmer House Chicago ~» ~ oe shoe 
convention or write C. M. Stendal—Nic 
Tenth—Minneapolis, Minnesota. 





PATENT ATTORNEY 





PATENT YOUR IDEAS 


. records 
fer ANY Invention or Trade Mark 











BUSINESS OPPORTUNITY 








BUSINESS OPPORTUNITY 














EXPORT TO ENGLAND 


Mr. S. May, Managing Director of Intraco Limited, 8/9 Chiswell Street, London 
B. C. 1, England, will be in America during January, 1939, and is prepared to under- 
take Agencies or Distribution of good class American Ladies’ Fashion Shoes and 
cheaper grades of Summer Sandais. First class U. 8S. A. references will be given. 
Address Box No. 77, care of Boot and Shoe Recorder, 239 W. 39th St., New York City. 












address should be counted. 





Classified advertising is payable in 












The rate 
one dens: © aaa For all other classified advertisements 
When a box number is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
Se ae SS ona ie Seas Seas $1.25. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
8 Advertisements for this page must be in our New York office on Friday of the week preceding publication “O# 


all other cases each word of the 
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FOR SALE 


MERCHANTS’ NEEDS 


WANTED TO PURCHASE 





OR SALE—going shoe store Central New 

York, net $4,500 in 97. Address $73, care 

& Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





ALL SHOE MFG'S. and 
SHOE FINDERS 


MATT AMROSE & SONS 
(SYRACUSE, N. Y.) 


ANNOUNCE I! 
Entire Purchase 
SHERWOOD SHOE CO. 
(Rochester, N. Y.) 


to be sold 
Very Cheap 


25,000 Latest Lasts with Insole Patterns 

20,000 pairs covered and uncovered 
wood heels! 

Trade Names! 

Style Patents! 

Surplus Leathers! 

Machines 


All Types Shoe Mfgs. 
Surplus Stock 


Samples of Lasts with Fitted Shoes and 
of other material will be displayed at 
Hotel Stevens—Chicago Style Show— 
Jan. 3-4—We'll make Me profitable for 
you to attend! 


MATT AMROSE & SONS 


SYRACUSE, N. Y. 














Compo Celebrates 
10th Anniversary 


[CONTINUED FROM PAGE 60] 


clearly understood by everyone in the 
plant. 

A new and decidedly major advance- 
ment in shoe manufacture—that of at- 
taching the sole by cement—now stands 
squarely on its own feet, firmly es- 
tablished and accepted by the manufac- 
turers, the retailers, and the ultimate 
consumers. Naturally, there must be a 
basic reason for a success of this kind. 
Things don’t just happen in this com- 
petitive world of ours. Probably the 
real reason for the constantly increas- 
ing volume of cemented shoes is that 
they have certain qualities and virtues 
which are appreciated by wearers. They 
have trim smooth lines and are com- 
fortable because of their fitting quality 
and flexibility. Another contributing 
factor in this success story is undoubt- 
edly the caliber and ability of the men 
who have brought the company from 
its small beginnings of ten years ago to 
the prominent position it holds today. 


PROVIDE FOOT COMFORT 


with the original 
SHOE DOCTOR SHRINKERS 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre- 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrunk with- 
out harm. 


PAT MO OPES 
Curved type tron 
Special combination offer $25.00 (fluids in- 
cluded in above prices) f.o.b. Indianapolis, 
Indiana. 
Eastern Representative: Charles Henry Brown 
& Son, Marbridge Bidg., New York City. 
Send your order or write for detail information. 


E. C. SMELTZER CO. 


121 E. Gist Street, Indianapolis, Ind. 





LIAL AY I) E 


dhoe Re Shaping Devices 
Alter Shoes to Fit 
Abnormal Feet 


aleL coll -ial 24 ary 


fitting adjustr 


as "A 


DUNDE SHOE RE-SHAPING DEVICES, INC 








Kidskin Guild Picks 
Design Winners 
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shoes were displayed before a group of 
shoe manufacturers and retailers in St. 
Louis. To get a comparison of Western 
and Eastern trends in style, the St. 
Louis group was also asked to pick the 
style leaders. It is an interesting point 
to notice the great similarity in their 
choices. In fact, all but one of the de- 
signs securing the greatest votes in 
New York were also voted in that order 
in St. Louis. 

The leading prize designs and pull- 
overs have already found their way 
into the Spring lines of manufacturers. 

The Kidskin Tanners expresed great 
satisfaction with the fine cooperation 
shown in this contest by retailers and 
designers who made this contest an 
outstanding success. 





rebh Preserver, iM 
tonians, Stetson, Red pg Bush, 
7 un VIN RUBIN 
“The House of Jobs’’ 
88 Reade St., Cor. Church 
Phone Barclay 17-7887 New York Olity 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW Y YORK, N.Y. 





Telephone WORTH 2-5180-518! 








MERCHANTS’ NEEDS 








— tch- O- mY: cope | 
IT’S HERE! 
IT’S NEW! 
I's | SCIENTIFIC! 








THE ARCH-O-SCOPE is a new scien- 
tific device acclaimed as a revolution- 
ary aid in corrective shoe fitting, - 


ing Orthopedic fitters everyw 
As the imprint of the foot is per- 
it is reflected by 
which enable the 
customer to actually see the condition 
her feet while they are being an- 
alyzed by the salesman. 


Every buyer who visits 
us at the Fair has a 
chance to win an Arch- 
O-Scope absolutely free. 























